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ARE YOUR 
CREDIT FILES UP-TO-DATE? 


ACCOUNT REVIEW 


<q | NAME OF Fiem 
| Requesting Stotement 


The following information is submitted for your consideration as @ basis for the extension of Credit to us 


The name of our business is___ — aan 


We have been established 


individual Business 


We operate__ ___ business. 


Limited Portnership 


——— ee years. 
{Stote type and nature 


ness 
Corporation C Co-Parinership Cj 


We are incorporated under the state laws of 


of business) 


Ours is a: 


The principal owners or stockholders and officers are, etc., etc. 


HE Form shown is one of 


NAME 


the many forms devel- 
oped by the National Pub- 
lications Sales Committee. It 


We bank at 


Account carried under 


is applicable for both new ac- 
counts and small 
already established. 


accounts 
Kind 


Fire Insurance on: 
Merchandise___ 
Buildings iam 
Forniture & Fixtures_____ 
| Business Interruption — _ 
Liability Insurance on: 
Premises _—__ = 
———— 
Products__ 
Contractyal_ 


It is simplified in design 
and carries the seal and ap- 
proval of the National Asso- 
ciation of Credit Manage- 
ment. 


Included in this Form is a 
section for Description of In- 


This Form Approved and Put 


surance Protection Carried." 


A Financial Statement Form for every type 
of business is offered by the 


National Association of Credit Management 


Write for Free Sample Book 
showing the 


Statement Forms available 


PUBLICATIONS DEPARTMENT 
National Association of Credit Management 


terms. 


ur firm is 


Our tax returns have been cleared with the taxing cuthorities through 19_ 
We expect our monthly credit requirements from you to be about $___ 


DESCRIPTION OF INSURANCE PROTECTION CARRIED 


Kind 

Employee Fidelity Bonds. _. 
Burglary Insuronce___ 
Forgery— canine 
Life Insurance for benefit 

of business__ 
Accounts Receivable 
Miscellaneous: 


YOU MAY REFER TO OUR PRINCIPAL SOURCES OF SUPPLY LISTED BELOW 


The following figures set forth our present financial standing and business operation upon which you may rely for 
the purpose of establishing our credit: 


CURRENT ASSETS: 


Cash on hand and in banks 

Due from customers. . 

Cost valve of merchandise on hand 
Other current assets 

TOTAL 


CURRENT LIABILITIES: 


Bank loans payable within a year . 
Tax obligations due . . 

Due to merchandise creditors . 

Other debts due within o year 
TOTAL 


FIXED ASSETS: 


Business equipment 

land used in business . 
Buildings used in business 
Other assets 

TOTAL 


INDEBTEDNESS NOT DUE WITHIN A YEAR: 


Chattel Mortgages due on merchandise 
Chattel Mortgages dve on other assets 
Real Estate Mortgages. - 

Other long term debt. . . . 
TOTAL 


Monthly Sales Volume . o « 
% of Sales made on credit . . . 
% of Sales at retoil . . 

% of Sales at wholesale . 

% of Sales on time-payment plan 
Peak season of year . 

Date of last physical inventory . . 
Profit shown latest U.S. Income Tax Return 


financially able to meet any commitments we hove made and we expect to pay your invoices © ording t0 


ume of Firm or Corporction 


229 Park Avenue So. New York 3, N. Y. 


PLEASE REFER TO THE OTHER SIDE OF THIS FORM WHICH IS A PAP HEREOF. 














In the News 


JosepH F. McManon, §assistant 
treasurer, National Mine Service 
Company, Pittsburgh, was named 
“Man of the Year” by the Indiana 
Chamber of Commerce. 


Miss ELEANOR Cooper, Jessop Steel 
Company, Pittsburgh, vice chairman 
of the National Credit Women’s Ex- 
ecutive Committee, NACM, has been 
elected regent (president) of the 
Washington County Chapter of the 
Daughters of the American Revolu- 
tion. 


Dick RopeNnBAuGH of Southern 
Metal Products Corporation, Cleve- 
land, has been elected vice president 
of the National Weatherstrip Re- 
search Institute, with headquarters 
in Chicago. 


Gene Zatss, of Chase Brass & 
Copper Co., Kansas City, Mo., was 
named national tally keeper (secre- 


tary) of the YMCA Indian Guides, 


national organization. 


N. MARTIN SWERRE, credit man- 
ager, J. F. Bloom & Co., Omaha, has 
been made a Knight in the Royal 
Order of Vasa. Presentation was by 
Gosta Aldenburg, Chicago, Swedish 


consul general. 


Rotanp H. THULEEN, vice presi- 
dent, First National Bank, Minneapo- 
lis, was appointed the chairman of 
the 1959 fund drive for the United 
Cerebral Palsy Fund of Greater Min- 


neapolis. 


Joun D. Hitpurn, Boese Hilburn 
Electric Company, Kansas City, has 
been reelected president of the Ad- 
vertising and Sales Executives Club. 
Clarence Breazeal of KCMO-TV is 


treasurer. 


RoBeRT GLASSER, credit manager, 
H. Blonder Company, Cleveland, has 
been elected president of Westlake 
Business Men’s Association. 


ApoLpH F. Spear, secretary-treas- 
urer, General Plywood Corporation, 
was general chairman of the cerebral 
palsy campaign in Louisville. 


Greorce SHENSON, H. Shenson Meat 
Co., San Francisco, has been installed, 
as president of the Pacific Coast Meat 
Jobhers Association, succeeding Joe 
Birlin, Krey Packing Co. 
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You insure it when you own it 


...why not when you don’t? 


When shipment is made—title passes to the purchaser. In 
place of your product there is now an account receivable. 
It is sound to insure while you own the product... 
equally sound to insure when your. customer owns the 
product, and owes you for it. American Credit Insurance, 
by protecting accounts receivable, plays a major role in good 


management . . 
security and sales progress. 


SEND FOR BOOKLET on the many 
advantages of modern credit insurance. 
Write AMERICAN CREDIT INDEMNITY 
Company of New York... Dept. 47, 
300 St. Paul Place, Baltimore 2, Md. 


“ American 
Credit Insurance 


. makes a basic contribution to financial 





Protect your investment in accounts receivable 
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EDITORIAL 


CREEPING CATASTROPHE! 


UR standard dictionaries define inflation as “expansion or extension beyond 
natural or proper limits, or so as to exceed normal or just value; specifical- 
ly, over-issue of currency, or the state resulting therefrom.” 

Inflation can be a national catastrophe. It is a condition in which the supply of 
money is out of balance with the supply of goods, and steadily growing more so. 

We have all heard the expression, “As sound as a dollar”. Comparatively few 
have asked, “How sound is a dollar?” The answer, obviously enough, is that the 
dollar is as sound as our economy—and vice versa. 

Our national economy is sound, but it will not remain so unless as a nation, 
like a person, we live within our income. 


Too many people think that balancing our National Budget is a matter far 
removed from their influence, and a problem to be left with Congress and the 
Administration. The truth is that balancing our Federal budget, to curb in- 
flation and prevent national catastrophe, is of the utmost direct personal interest 
to everyone im this country. 


Continued deficit spending, resulting in unbalanced budgets, is the primary 
cause of inflation. In inflationary periods, savings are depleted through erosion of 
values and lack of thrift. Life insurance protection and benefits are diluted by 
currency depreciation. Personal savings lose purchasing power. Depreciating cur- 
rency hurts bondholders. Monetary and fiscal developments make business de- 
cisions more hazardous. Soetal and economic unrest appears, causing much bitter- 
ness among the afflicted classes. Profits are prevalent but are largely fictitious be- 
cause plant and equipment cannot be replaced at current prices. Greatest losses 
fall upon consumers of goods and those with fixed incomes, the retired and the 
widowed. Various elements of society suffer severe economic setback. Extrava- 
gance and speculative excesses run rampant, to the detriment of the majority. 
Finally, inflation winds up in climactic collapse and depression. 

Eventually inflation ruins virtually everybody. The prime 20th century illustra- 
tion was the horrible inflation in Germany after World War I. No one in Ger- 
many that we ever heard of came unharmed out of that flood of near-worthless 
paper money. 

It will not be easy to stop this inflationary trend. But it must be stopped, or 
very serious trouble is in the making for all of us, in the not distant future. 

The dollar will continue to be devalued until we who consume and labor 
make our protests known to those who represent us in Congress. You and I 
elected them to represent us and we expect them to take such action as is 
necessary to protect the soundness of the dollar and guarantee stability to our 
national economy. 

Have YOU expressed yourself to your Senator and/or Representative? 


— Oe lS as se fr ome 


EXECUTIVE VICE PRESIDENT 
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THE COVER PICTURE 
HARACTER! There is the com- 


pany management that makes 
prompt payments to the supplier the 
first order of business. Here’s the 
true exponent of Character’s right- 
ful place among the original C’s of 
Credit. 

But there’s another kind of “char- 
acter’—the embezzler! In the case 
history account on page 14, a slow- 
ing up of payments in the face of 
facts and figures showing commend- 
able sales volume was an anomaly. 

The customer was in_ serious 
straits. Writing off the account would 
have been the simple reaction. In- 
stead, faith in the established char- 
acter of the company manager was 
put to work, in counseling, extending 
credit, in other ways. How faith-in- 
action was proved amply justified is 


told by Browning Roberts (left), 
secretary-treasurer of Bass & Com- 
pany, Hopkinsville, Ky. With the 
aid of the map Mr. Roberts is dis- 
cussing with Charles Folsom, presi- 
dent, the territory now serviced and 
the potentials of expansion of the 
company, dealing in wholesale build- 
ing material and plumbing supplies, 
through six branches. 

Mr. Folsom, who attended Kemper 
(Mo.) Military School and the U.S. 
Naval Academy at Annapolis, served 
with distinction as a flight officer in 
the Canadian Royal Air Force in 
World War II. 

Joining Bass & Company in 1945, 
Mr. Folsom served successively as 
salesman, merchandising manager 
and vice president before becoming 
president. Besides being on the di- 
tectorate of Bass & Company he is 
a director of Planters Bank & Trust 
Company, is on the board of the 
Hopkinsville electric plant board, 
and is chairman of the local Red 
Cross Chapter. 

A biographic sketch of Mr. Roberts 
Is on page 14. 


General Manager, Edwin B. Moran 
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Washington 


@ In LINE with a resolution passed by the 63d 
Annual Credit Congress, National Association 
of Credit Management, urging Congress to pro- 
vide for systematic reduction of the public debt, 
Sen. Leverett Saltonstall (R., Mass.) has intro- 
duced S 2121 “The Public Debt Reduction Act of 
1959,” to “lower, gradually and systematically, 
the ceiling of the national debt by providing 
that at the beginning of each fiscal year it be 
reduced by a certain percentage of the preceding 
year’s Federal revenue.” (The current fiscal 
year closed with a $12.5 billion deficit.) 

Also by Saltonstall S 2122, “The Federal Obli- 
gations Reporting Act of 1959,” co-sponsored 
by Senator Harry F. Byrd (Dem., Va.), “would 
require the secretary of the U.S. Treasury to 
make regular reports of the financial obliga- 
tions of the United States, including: direct and 
guaranteed debt; indirect and contingent debt; 
contractual commitments; and authorized but 
uncommitted appropriations. 


@ Recent U.S. Supreme Court decisions, hold- 
ing that states may tax out-of-state businesses 
on income derived from interstate activities, even 
though they have no regular place of business 
in the taxing state, have given rise to several 
bills for corrective legislation. House Resolution 
(H.Res. 292) calls for a committee study on 
the effect of these decisions on business. House 
Bill (H.R. 7715) would prohibit states from 
imposing such taxes. Both were introduced by 
Connecticut Representative Kowalski. Another 
House Bill (H.R. 7757) by Ohio Representa- 
tive McCulloch would provide that no person 
or corporation shall be liable to such taxation. 
However, three states—Idaho, Tennessee and 
Utah—have recently changed their laws so they 
can take full advantage of the High Court de- 
cisions. More will doubtlessly follow. 

(Editorial Note: Decisions in the cases of 
Northwestern Portland Cement Co. vs. Minne- 
sota and Williams vs. Stockham Valves and Fit- 
tings, Inc. were discussed in C&FM April 1959, 
page 11, and the “Monthly Business Letter.” 


@ Lewis L. Strauss has been turned down for 
secretary of commerce. The Senate defeated the 
nomination by 49 to 46. Republican senators 
Margaret Chase Smith of Maine and William 
Langer of North Dakota joined 47 Democrats 
in opposition to Mr. Strauss, who has been act- 
ing secretary. 
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@ CLARIFICATION of status of Federal tax liens 
in bankruptcies and suits is sought in bills in. 
troduced in the House by Representatives Wil. 
bur D. Mills (Dem., Ark.), chairman, and Rich. 
ard M. Simpson (Rep., Pa.), ranking minority 
member, of the ways and means committee. The 
identical bills (H.R. 7914 and 7915) would im. 
plement American Bar Association proposals 
discussed on this page in the May 1959 issue, 


@ PRESIDENT EISENHOWER vetoed as “inflation. 
ary” the omnibus housing bill despite some 
reductions from the original Democratic pro. 
posals. He asked enactment of a simplified bill 
with current level housing and urban-renewal 
programs. 

The Senate cut the foreign aid authorization 
bill to $3,543,320,000 and the president hinted 
a special session might be called if necessary. 

The Senate appropriations committee ignored 
the President’s recommendation and approvel 
a defense money bill of $40 billions, exceeding 
the budget and providing $345 millions mor 
in new cash and $121 millions more in transfer 
funds than Eisenhower had requested. Emphasis 
is on long-range missiles and forces for limited 
warfare. 


@ Botu houses of the Congress finally ap 
proved a compromise bill increasing by approxi: 
mately 60 per cent the income taxes on life 
insurance companies. The measure requires that 
the insurance industry pay $500 millions in 
taxes on its 1958 income, a boost of $181 mil 
lions above the temporary tax formula now 
in effect. The President signed the bill. 

The Administration had in part based its e& 
timates of fiscal 1960 revenues on this hall 
billion tax collection. 


@ Tue House judiciary committee has 4) 
proved NACM-backed bill H. R. 2236 for # 
three-year limitation on now unlimited 
priorities in bankruptcy. A one-year _prioril) 
limitation is being sought in the Senate. 


@ ConcreEss voted $4.686 billions to finane 
farm programs the next year. It limited © 
$50,000 the amount of price supports to 4 
farmer for any one crop. 
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a in World Trade Week in New York, pro- 
claimed by President Eisenhower, S. Sloan Colt, 
chairman of the Port of New York Authority, 
made a plea that American business welcome a 
return to a more competitive world trade mar- 
ket. Mr. Colt predicted that U.S. overseas trade 
will expand 6 per cent this year, to $30,900,000. 

To the concern expressed in some quarters 
that the U.S. is losing its place in export mar- 
kets, Mr. Colt said: “It would be grossly un- 
realistic to expect Europe’s revived industry not 
to attempt to reenter the rich Latin-American 
market, or any of the other major markets.” 


@ THERE are only 78,000 “true cooperative” 
housing units in the United States and 30,000 
of them are in New York City (not counting 
the $50,000 to $100,000 luxury apartments on 
Fifth and Park avenues), Ira S. Robbins of the 
New York City Housing Authority told a con- 
ference sponsored by the National Housing Con- 
ference, Cooperative League of the U.S.A., and 
National Association of Housing and Redevelop- 
ment Officials. 

More educational effort and financial support 
are needed if the cooperative housing move- 
ment is to be accelerated, most conferees agreed. 


OFFICIAL TEXTS — of all mobilization 
agency regulations may be had, free of 
charge, by writing the Infermation Division 
of the agency involved, Washington 25, D.C. 


THE FEDERAL REGISTER—a Government 
daily publication, which contains full texts 
of all regulations, is available from the 
Superintendent of Documents, also at Wash- 
ington 25, D.C. 


@ Uniess Congress reverses court decisions on 
tax depletion allowance for the mining and min- 
eral industries, the Treasury stands to lose hun- 
dreds of millions of dollars in revenue, David 
A. Lindsay, assistant to the secretary, told the 
House ways and means committee. 

Deduction from taxable income of a _ per- 
centage of their gross return from operations 
is allowed producers of certain minerals, oil 
and gas, under the tax laws, as compensation 
for the exhaustion or depletion of natural re- 
sources. These allowances vary from 5 per cent 
on clay and sand to 23 per cent on bauxite 
(from which aluminum is made) and 2714 per 
cent on oil and gas. j 

The Treasury put out regulations that these 
allowances applied only to the value of the 
crude product, but court decisions have _per- 
mitted producers to compute the allowance on 


the higher value of end-products after proces- 
sing. 


@ White the nation’s unfavorable balance of 
Payments was reduced in the final quarter of 


1958, the Department of Commerce reported 
there was no indication of early recovery in 
exports and it declined to forecast continued 
improvement of the payments balance. In that 
quarter, international payments by the United 
States were $6.8 billions, and receipts from 
abroad were $6 billions. 

Exports fell $3 billions last year to approxi- 
mately $18 billions, but the department pre- 
dicts a better imports position. 

Payments abroad for all 1958 were $26.9 bil- 
lions, receipts $23.5 billions. 

The year 1957 showed a surplus of $500 
millions in balance of payments contrasted with 
the deficit approaching $3.5 billions for 1958. 


@ OrriciAL Washington noted with interest the 
announcement that Canada’s gross national 
product increased 2.5 per cent last year to a 
total of $32.2 billions, compared with the pre- 
vious year’s $31.4 billions. 

The Bureau of Statistics of the Dominion 
estimated actual volume increase less than 1 
per cent, the rise being due mostly to higher 
prices. 

Following the heavy inventory liquidation in 
the first half of 1958, the gross product re- 
sponded to a sharp rise in consumer spending 
and increased exports of goods and services by 
the final quarter. 


@ From Paris comes word that for the first 
time in more than a decade France’s foreign 
credits exceed her debits. The credits total $1.4 
billions, $590 millions of it in gold in the Bank 
of France, the remainder in currencies in the 
Exchange Stabilization Fund. Foreign debts total 
$1.226 billions, including money owed to the 
International Monetary Fund, European Pay- 
ments Union, to European countries and the 
United States. 

Restored confidence in governmental and 
monetary stability accounts for the improved 
balance-of-payments status, say financial special- 
ists in the French capital. 


@ A RESOLUTION in opposition to sale of any 
stockpile copper to avert more depression of 
the market in this hemisphere was approved by 
the Senate interior committee. 


@ Wuite U.S. defense forces are stronger than 
those of the Soviets, this nation must increase 
production to meet Russia’s economic compe- 
tition, says Neil H. McElroy, secretary of defense. 

The Soviet economic threat, he told a dinner 
meeting of the Bureau of Advertising of the 
American Newspaper Publishers Association, in 
New York, “may mean that our people will have 
to get along with less in current consumption. 
Otherwise we may come out second best in a 
competition for which there is no second prize.” 
He declared that to meet our worldwide respon- 
sibilities we may have to plow more into indus- 
trial expansion, including military goods. 
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Fighting Inflation with 


Credit and Sales Tieup Speeds Turnover; Phone Use Increased 


C REDIT executives have available many weapons with which to fight the soaring costs of office 
operation. In the July issue we noted the speedup effected by automation of receivables records, by 
the use of up-to-date punched cards, and by training of personnel. 

In the following instalment of the symposium are described the results achieved in a three-phase 
program, by emphasis on personnel efficiency, and again by wider use of the long-distance telephone 
in collections, thus reducing the number of personal visitations to the field. A third and concluding 


chapter will follow in a succeeding issue.—Editor 


Three-Stage Improvement Plan 
Has a Credit and Sales Tieup 


Gorpon E. HELMSTETTER, Credit Manager, 
SoundScriber Sales Corporation, New Haven, 
Connecticut 


HE SoundScriber Corporation of North Haven, 

Connecticut, manufacturer of dictating and record- 
ing equipment, featuring a completely portable tran- 
sistorized recorder, conducts all sales 
through 19 branches and 72 distribu- 
tors in Continental United States and 
Canada. Midway in 1957 a modern 
production plant was erected on the 
outskirts of New Haven and the latest 
machinery was installed. With pro- 
duction improvements behind them, 
management requested, among other 
things, a revision of its credit and 
collection policies. 

With sales on the increase, the company was faced 
with a problem of slow collection, high receivables in 
proportion to sales, and an accounting system that, like 
Topsy, just “growed.” The problem was under direct 
control, since all billing is completed at the home office. 





G. E. HELMSTETTER 


Starting in December, 1958, the management drew up 
an outline of results which they wished to accomplish. 
Then they blueprinted a time schedule of the three 
phases they felt had to be completed in order to get 
these results. 


First in importance, a change was necessary in ac- 
counting control, using open invoice files and grouping 
thé@jrontrols under two regional accounts and one past-due 
account. A personnel problem had to be settled at this 
point, since additional clerical help was needed on a tem- 
porary basis. This first phase resulted in a more accurate 
method of obtaining a trial balance, easier handling of 
daily workload and fewer errors in the posting of cash 
to receivables. 


The second phase was a uniform method of following 
up the past-due accounts. This was smoothly handled 
since it was introduced to the clerks as they completed 
the first phase. 


Investment was made in a series of letters and forms 
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designed to allow a clerk to fill in the name, address, 
amount and identification. This procedure released the 
credit manager for more important problems. This has 
occasionally backfired, when a firm letter has been sent 
in error to a good account, but the overall results 
have definitely proved the value of this follow-up system. 
In addition to form letters, distributors were sent tele- 
grams and even telephoned on occasion. Emphasis was 
placed on a 2 per cent e.o.m. discount. Where discounts 
were not taken, the management insisted upon shorter 
payment terms than the distributors had been in the 
habit of paying. 


Increased costs of this system were more than offset 
by the rapid turnover of the accounts receivable. The 
average age of invoices outstanding dropped from 85 
days to 45, and at the same time the company experi- 
enced a sales increase of 30 per cent. Needless to say, 
the cash flow improved. During this phase, no new 
equipment was installed, but an alphabetical filing sys- 
tem has now been ordered to overcome a long standing 
need. The new system will offer greater accuracy and 
save additional time in locating a particular invoice. 


The first two phases are now successfully completed and 
management is prepared to enter the third phase. Plans 
include the wider use of credit checks on all sales over 
$200. A budget will be set up to measure the cost of this 
program against a reduction in losses due to poor credit 
risks. Here again, a further educational process through 
our distributors and branch managers will be necessary to 
introduce the hard facts of credits and collections. More 
information will be required at the time of the sale and 
it will be checked thoroughly through recognized credit 
agencies. This information will be evaluated for the risk 
involved and then placed on file for future sales. 


With the introduction of a stronger credit and col- 
lection policy, branch managers will be relieved of col- 
lection problems and can devote more time to increasing 
sales. 


Plans are being set up so that the credit department 
can assist Sales by seeking additional markets through 
the use of credit information. There will be a closer 
cooperation between these departments to increase the 
percentage of good sales that result in payment long 
before it otherwise would become necessary to resort 
to the usual collection methods. 
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Streamline Yes, But Efficient 
Personnel Is a Prime Factor 


H. A. Lenman, Vice President and General Credit 
Manager, Howard Cooper Corporation, Port- 
land, Oregon 


UR COMPANY represents various manufacturers of 

heavy construction equipment. Transactions for 
equipment of this nature usually run into five figures. 
Because of this, the credit depart- 
ment costs that may be charged to 
such transactions may be relatively 
small in proportion to those in a bus- 
iness that deals in smaller merchan- 
dise. We therefore are primarily 
concerned in negotiating these trans- 
actions with purchasers who are fin- 
ancially responsible for them, or to 
negotiate them with purchasers who 
have sufficient work at hand from 
which the earnings would liquidate the cost of the 
equipment. 

Our customers are engaged principally in construc- 
tion contracts, road building, and logging and lumber 
operations. The recession of the last several years had 
considerable effect upon these industries and the plight 
of these individual contractors presented many prob- 
lems. To us, as to other dealers in our industry, it be- 
came obvious that we would need to cope with these 
problems. The only way of accomplishing this seemed 
to be to bring into our department people of experience, 
capable of working out these situations to the mutual 
benefit of the customer and our company. 

It has always been my opinion that not a single thing 
is of greater importance than to have in a credit depart- 
ment people with the know-how to properly appraise and 
carry out each transaction. In any critical situation, be 
it an athletic event or a business recession, inexperience 
inevitably seems to bring about defeat. In business, defeat 
is interpreted as loss of profit, and so experienced person- 
nel, to my way of thinking, is always valuable, and perhaps 
invaluable in critical years such as business has just 
experienced. 

In the past two or three years we have tightened up 
in our system and in the way in which transactions are 
negotiated. The credit policies set forth in our credit 
manual have been more rigidly enforced. Financial state- 
ments from all purchasers have been mandatory and 
have been carefully scrutinized. Credit investigations 
have been intensified to bring to light any: unfavorable 
situations. Despite these more intensive credit depart- 
ment operations, however, we have experienced that a 
system can be no better than the sincerity with which 
the personnel carry it out. 

Gur organization operates, in addition to the home 
plant, seven outside branches—five in the State of Ore- 
gon. one in the State of Washington, and two in north- 
ern California. Because of the widespread nature of the 
organization, I do not as a department head, have 





H. A. LEHMAN 


Personnel and Machine 


all situations under my thumb, so to speak. In effect, 
then, the problems in the home office intensify unless 
the personnel in the outlying branches are well qual- 
ified. 

It is true that we do have a system of control, but 
without aptitude on the part of the employee these con- 
trols have little meaning. It has been my experience that, 
in those branches where we have capable personnel, a 
system becomes less important because the individuals 
in the branch themselves seem to possess an inherent 
ability to conduct business properly, and if business 
is carefully and properly conducted few credit losses 
will occur. 

On the recommendation of a branch manager we 
grant blanket authority to accept the credit of each ac- 
count within certain limits where the transaction involv- 
ed is the sale of parts, or the repair of equipment. 
Where the sale is of a major piece of equipment the 
transaction must have general credit office approval, and 
the order must be supported by a financial statement, 
reports from other creditors, and a report from the 
branch giving a brief account of the work for which 
the equipment will be used and the possibility of profit 
for this work. In recent years we have made these re- 
quirements mandatory. 


Wider Phone Use Helps Reduce 
Cost In Collecting Delinquents 


Louis Stoskopr, Jr., Credit Manager, Victor 
Chemical Works, Chicago, Illinois 


; ee problem of controlling costs has become a very 
important factor in all phases of our business. We 
have taken several steps to reduce our administrative 
costs. ; : 1 

1. Since our administrative opera- f 
tions are centralized, we found it 
necessary to move our office to one- 
floor plan from a three-floor plan. 
This move has enabled us to speed 
up the flow of work and avoid addi- 
tional handling of paperwork. The 
departments have been strategically 
located throughout our office, en- 
abling us to serve our customers L. STOSKOPF, JR. 
more efficiently and reduce our handling costs. 

2. Recently we installed automatic machines for the 
processing of orders, billings, accounts receivable, pay- 
roll, and inventory controls. 

Our reason for this installation was to reduce our 
costs and obtain more detailed information. It is too 
early to determine what benefits will be derived from 
this installation but we feel they will be considerable. 

3. The use of the telephone in collection work has 
been increased. This has enabled our company to reduce 
the number of personal visits necessary in collecting de- 
linquent accounts. 

However, we still believe that it is very important that 
all credit men visit their customers periodically. 
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HAT picture will be pro- 
W duced a year from now by 
the operation of the factors 

now dominating 
the economy? It 
appears that we 
shall then see 
the advent of the 
half -trillion -dol- 
lar economy. By 
mid-1960, in 
other words, the 
continuation of a 

B. F. EDWARDS, JR. normal cyclical 
recovery should bring Gross National 
Product up to an annual rate of $500 
billions or more. The recovery may 
be accentuated on the up side by the 
Berlin crisis, or it may be dampened 
by a prolonged steel strike, but the 





PROJECTIN 


basic recovery pattern should dom- 
inate the outlook. 

‘Inventory rebuilding, which has 
accounted for almost one-half of the 
year-long GNP increase, will continue 
to be crucial in the near-term out- 
look. Heavy spending for inventories 
is now the order of the day, because 
of the widespread anticipation of a 
strike in steel. However, if a strike 
should develop, steel users will in- 
voluntarily reduce their stocks be- 
cause of inability to obtain supplies; 
if no strike occurs, many business- 
men will voluntarily reduce their 
stocks bought in anticipation of short- 
ages. Nonetheless, this _ situation 
should produce only a temporary 
setback to the inventory rebuilding 
process, which still has room for ex- 
pansion in most lines of finished 
goods. 


Moderate Spending on Plant 


A moderate recovery in business 
spending for new plant and equip- 
ment is also crucial for this forecast. 
Spending in this area still lags 12 
per cent behind the peak reached in 
the 1955-57 investment boom, mainly 
because that boom produced a great 
boost in industrial capacity which 
could not all be utilized immediately. 
Severe cutbacks in new _ business 
spending were the result, but by 
now the normal process of recovery 
has eased the overcapacity problem. 
This situation, together with the 


By B. F. EDWARDS, JR. 
Vice President 
Bank of America NT&SA 


San Francisco, California 


efficiency—and_ profitability—of the 
new equipment has led businessmen 
to schedule increased spending in 
this key area for the remainder of 
the year. 

The decision as to whether the 
economy will reach the $500 billion 
level early next year depends largely 
upon the extent of consumer spend- 
ing, especially spending for big- 
ticket items such as cars and new 
housing. Even the most optimistic 
observers do not foresee a rise in 


THE 196 


residential construction above the 
surprisingly high level prevailing 
today, especially because of the ex- 
pectation of lesser availability of 
mortgage funds as the general re- 
covery progresses. However, the pres- 
ent high level can be maintained, 
and can in turn help to sustain fur- 
niture and appliance sales, because 
of the recent and prospective in- 
creases in consumer income. 


Interest in Small Autos 


Automobile spending is likewise 
expected to rise, but how far and 
how fast is a major question. Detroit 
should meet at least initially with a 
favorable response to its 1960 models, 
because of the rising trend of con- 
sumer income and the strong evi- 
dence of advance consumer interest 
in the Big Three’s entries in the 





cms article is from an ad- 
dress by B. F. Edwards, Jr., 
before the Photographic Manu- 
facturers and Distributors In- 
dustry Group at the 63d Annual 
Credit Congress, in Dallas. 

Mr. Edwards, past president 
of the Credit Managers Associa- 
tion of Northern and Central 
California, is president of Credit 
Research Foundation, Inc., Na- 
tional Association of Credit 
Management. 
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small car race. On the basis of this 
initial interest, some rise above the 
present quite respectable sales pace 
can be predicted. Evidence of any 
further sales interest may be lacking 
until late this year, however. 

Consumer spending in other areas 
is almost certain to continue its ever- 
upward march in line with the na- 
tion’s continued rapid population 
growth. 

Food, clothing, and personal, medi- 
cal and housing services are the 
major fields where the population 
boom dictates further spending gains. 
The same basic factor is at the root 
of additional expected gains in 
spending by state and local govern- 
ments, for such purposes as schools, 
highways and administrative serv- 


) PICTURE 


On the other hand, further in- 
creases in Federal Government spend- 
ing are not too likely. The Berlin 
crisis may throw all calculations out 
of kilter, but, otherwise, defense 
spending should level off around the 
current plane. Some components of 
non-defense spending may rise, in 
view of current legislation, but over: 
all there should be no gain because 
of the projected decline in the cost 
of farm price support programs. This 
stability of Federal expenditures, 
when considered with the recovery: 
induced rise in Fedetal revenues, 
means that the Federal Government 
will be moving towards a more neu- 
tral role in the economy during the 
coming fiscal year, after having sus- 
tained the recovery with a substantial 
budget deficit during the past 12 
months. 

Partly because of inflationary 
fears aroused by the size of the cur- 
rent deficit, the nation’s monetary 
authorities will exercise an increas- 
ingly-restrictive monetary policy dur- 
ing the remainder of the year. The 
recovery movement to date has wit- 
nessed advances in discount rates and 
margin requirements, plus a tighten- 
ing of commercial banks’ reserve 
positions. Further pressure on re- 
serve positions is likely as long as 
the economic recovery maintains its 


(Concluded on page 21) 
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Holmes Pledges NACM's Aid to Fight Inflation; 
Fisenhower Lauds Economy Resolution 


ULL support by the National Association of Credit 

Management to the anti-inflation program of Presi- 

dent Eisenhower and prominent members of both 
Houses of Congress is pledged by William L. Holmes, 
association president, and Edwin B. Moran, executive 
vice president. 

President Eisenhower, in a letter to Mr. Moran, com- 
mends the association for its interest in promoting 
Government efficiency and fiscal integrity. (Mr. Eisen- 
hower’s letter is reproduced on this page.) 

Both developments stem from the passage of a Federal 
economy plea voted by the 63rd Annual Credit Congress 
at Dallas in May. In that resolution (published in full 
in the July issue of CREDIT AND FINANCIAL MANAGEMENT), 
the association had urged that “the principles of sound 
credit in private business operation be likewise applied 
to the operations of Federal, State and Local govern- 
ments,” that “Congress provide that Federal expenditures 
shall not exceed Federal revenues,” and that “a percent- 
age of Budget receipts for each fiscal year be set aside 
for systematic retirement of the public debt.” Mr. Moran 
had sent the White House a copy of the resolution. 

Earlier Mr. Moran had been invited to lunch with 
Robert Gray, secretary to the Cabinet, The White House, 
to discuss moves to combat inflation. Field commitments 
prevented Mr. Moran’s presence at the luncheon. Mr. 
Holmes attended, with Robert L. Roper, NACM assistant 
secretary and legislative director. 

Mr. Holmes promised appeals to individual Congres- 
sional representatives by association members to “help 
trim excessive Federal spending and to team up with 
the movement to balance your national budget and thus 
lick this growing monster of inflation before it becomes 
a Frankenstein to destroy our economic security.” 


Appeals to Members of Congress 


In a special bulletin to the field Mr. Holmes appealed 
to all association officials to urge their members to 
“rush messages to their Congressional representatives to 
halt this dollar-cheapening inflation and insist that Gov- 
ernment spending be prudently curtailed as an indis- 
pensable first step.” 

“Send your members the names of their Senators and 
Representatives,” he declared. “Advise them to address 
their letters to the Senate Office Building or the House 
Office Building, Washington 25, D.C. 

“Suggest that Congress enlist in this movement to 
balance the National Budget. 

“Protest the delay in Congress, and in the Adminis- 
tration as well, in completing the economies in Govern- 
mental operation suggested by the Hoover Commission. 

“Protest the tendencies toward further expansion of 
subsidies.” 

President Holmes told association officers and directors 
and the secretary-managers of the affiliated units that 
“Congress, if it is as solicitous of our national welfare 
a it is eager to condone nepotism and misuse of tax 


THE WHITE HOUSE 
WASHINGTON 


May 29, 1959 


Dear Mr. Moran: 


I was pleased to receive your letter of May twelfth bringing to 
my attention the recent resolutions of the National Association 
of Credit Management concerning Federal Government finances. 
The interest of your Association in promoting Gevernment effi- 
ciency and economy is to be commended. 


As you know, I share your concern about the inflationary dan- 
gers of continued budgetary deficits and a rising public debt. 
The balanced budget for fiscal year 1960, which I proposed to 
the Congress last January, gives expression to the view that 
the Government should strive to maintain a sound dollar by 
keeping its expenditures within its income, particularly in a 
prosperous period like the present. 


We know the price we have had to pay for the almost continuous 
deficit spending by the Federal Government in the past thirty 
years. The dollar now buys less than one-half the amount it did 
in 1939, The public debt today stands at approximately 285 billion 
dollars and, in the year ahead, Federal expenditures for interest 
payments are estimated to total 8.1 billion dollars --- 10-1/2 
cents out of every tax dollar. To add to these costs at this time 
would be fiscal irresponsibility. We should, rather, support a 
balanced budget, looking toward the time when the burden of debt 
can be reduced and tax revision made possible. 


Toward this end, I hope you will continue your efforts to promote 
fiscal integrity and thus help the strong and free economy of our 
Nation in the years ahead. 


Sincerely, 
Mey Crtlae.. ahi Koos. 
Mr. E. B. Moran 


Executive Vice President 
National Association of Credit 


Management 
229 Fourth Avenue 
New York 3, New York 


funds, should ‘freeze’ all national appropriations not 
virtually necessary to the national security and health. 

“Furthermore, now that the economy is on the upturn, 
Congress should be reducing the Federal debt, not push- 
ing the nation deeper into indebtedness. 

“Businessmen can no longer stand aloof and ‘let 
George do it.’ In protection of our interests we must enter 
increasingly into the affairs of our communities at all 
levels and express ourselves to our legislators.” 

Mr. Holmes pointed out that “each member of Con- 
gress must not only vote his own convictions but must 
also be mindful of the best interests of his constituents, 
who elected him. He will weigh carefully any communi- 
cation from the folks at home. 

“The Administration and the Congress can win this 
battle against inflation, but they cannot do it unless the 
public demands it of them. 

“Inflation is our greatest national enemy. It can dis- 
astrously affect all of us, whether top executive or white- 
collar worker, especially those of fixed incomes, the 
retired, the aged and those living on accumulated savings.” 
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Retainage Changes 5 Billion Dollars 
Working Capital to Waiting Capital 






By GLENN F. BALLARD 
Credit Manager 


Minnesota & Ontario Paper Company 
Minneapolis, Minnesota 


N estimated amount in excess 
A of five billion dollars is being 
held back by retained percent- 

age. Just think 
what this amount 
of money could 
accomplish if it 
were released in 
the building in- 
dustry, or if 50 
per cent of these 
funds could be 


released! Retain- 





G. F. BALLARD ed percentage 
constitutes a drain on a contractor’s 
capital. 


When you look at the question of 
capital for business organizations, it 
is obvious that it comes from rela- 
tively few sources. Some fortunate 
firms have all of the capital they 
need, but the majority do not. 

The firm which needs additional 
capital must look to its owners, first 
of all. If they are not able to supply 
it, then it must be raised by loans 
from financial firms through pledg- 
ing its assets, or by additional in- 
vestment through the sale of stock, 
or possibly by loans from relatives, 
friends, general investors, or sup- 
pliers. These funds are sometimes 
rather hard to secure, particularly 
so if they are desperately needed. 


The average businessman tries to 
produce this necessary extra capital 
through profitable operations and big- 
ger sales. In the building industry this 
unfortunately ties up still more funds. 
In the cycle from sales to accounts 
receivable, to cash, retainage changes 
working capital into waiting capital, 
waiting on completions, inspections, 
approvals, acceptances and even on 
whims. 


As a sample illustration, let us 
take a $100,000 contract and pre- 
sume this will show a $10,000 net 
profit. Let us further assume that 
only 10 per cent retainage was held 
back on the job and that the job 
has not yet been accepted. In that 
case, the firm has paid out $90,000 
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in actual cash for labor and materials 
and $10,000 has been held out as 
retainage. 

Here, then, is a transaction where 
the corporation has made a profit 
of $10,000. Unfortunately, the $10,- 
000 retainage means not only that 
this amount has been tied up for 
the duration of the contract up to 
that point, but there is no more 
operating capital available than there 
was before the contract was taken. 


Two Problems in One 


While this may be a somewhat 
over-simplified illustration, it will 
serve to show the difficulty of im- 
proving the working position of a 
business in this industry by expand- 
ing its sales, even though a good 
profit is shown on the contracts. 
There are really two problems here. 
Most of the contractors and sub-con- 
tractors need help not only in reduc- 
ing the amount of retainage but also 
in expediting payments and getting 
final release more quickly on as many 
portions of the contract as possible. 

Many practices need controls or 
revision, but to avoid complications 
it may be best to take one step at a 
time and try to secure, first of all, 
a reduction in the amount of retain- 
age. 

The most favored plan is a maxi- 
mum of 10 per cent until 50 per cent 
of the job is completed, after which 
there shall be no additional retainage, 
provided that the work has proceeded 
to the satisfaction of the architect 
and/or owner. At the end of the con- 
tract this would average out to a 5 per 
cent retainage. This is no untried plan, 
as it follows procedure under the 
Miller Act on Government projects. 
Also, it has been used in a limited 
number of contracts in some local 
areas. 


Many organizations, including 
your own, have looked carefully at 
this problem and have recommended 
this revision, but it still is not in 
effect nationally. 

When we ask ourselves the reasons 
for this, it comes back to the fact 
that it is difficult to reverse an exist- 
ing practice, no matter how much 
it may need an overhauling. 





Many of these contracts are writ- 
ten on the Standard Form of the 
American Institute of Architects. If 
this form clearly carried the recom- 
mended percentages of retainage, 
the situation could be changed 
almost overnight. If we could se- 
cure the whole-hearted cooperation 
of the board of directors of the 
A.I.A. to make this change, this 
speedy revision could be accom- 
plished. Unfortunately, their board 
reports their feeling that this clause 
should be filled in by the individual 
architect, when the contract is pre- 
pared. These architects are busy 
people with many problems, and to 
approach and sell all 15,000 of them 
individually on this revised set of 
terms would take a large and dedi- 
cated group of people a long period 
of years to accomplish. 

There are some bright signs. First 
of all, the board of directors of the 
A.I.A. does not question the desir- 
ability of proposed revision. Also, 
in some areas the local chapters of 
the Associated General Contractors 
of America and the A.I.A., and other 
organizations working together, are 
using reduced terms. Also, there have 
been some comments indicating that 
the board may take action favorable 
to the inclusion of these terms in the 
near future. 

Perhaps the most favorable prog- 
ress within the last year has been 





ue accompanying article is 

from an address by Glenn F. 
Ballard, chairman of the Im- 
proved Construction Practices 
Committee, National Association 
of Credit Management, before 
the 21st annual convention of 
the National Association of Ar- 
chitectural Metal Manufacturers, 
at New Orleans, 

Mr. Ballard was appointed to 
the committee post by NACM 
past president James H. Dono- 
van, who had been chairman 
prior to the Credit Congress at 
Detroit. Mr. Ballard is a charter 
member of the committee, or- 
ganized in 1956, and was a divi- 
sional vice chairman 1957-58. 
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the fact that several national organi- 
zations have approved the principles 
which the board of directors of the 
National Association of Credit Man- 
agement passed in November 1958 
and which were printed in CREDIT 
AND FINANCIAL MANAGEMENT maga- 
zine in its January issue. 


National Joint Council Proposed 












































Furthermore, several of these or- 
ganizations have approved the estab- 
lishment of a new committee on a 
national basis to be called the Na- 
tional Joint Council on Improved 
Construction Practices. This organi- 
zation would be informal and any 
decisions reached would not be bind- 
ing on the respective organizations 
represented, but it would create an 
active group where all of these im- 
portant points could be discussed and 
acted upon. 

In the present case, for example, 
the board of A.I.A. might feel it 
could lend itself to committee ap- 
proval of revised retained percent- 
ages, and this joint recommendation 
could then be circulated to all the 
individual members and the local 
chapters of each of our organiza- 
tions. If such a group can, and will, 
work together, first on retained per- 
centages, and then on any of the 
other problems needing discussion 
in our industry, it can act not only 
as a clearing house for information 
but for the rapid cooperation of all 
groups in coordinating what, up to 
now, seem to be well-intentioned and 
well-executed individual approaches, 
but lacking the necessary overall 
acceptance and stamp of approval 
to result in prompt and conclusive 
action, 
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Sees American Business Gain 
In European Common Market 


American business will likely profit 
from the newly formed European 
Common Market, asserts Dr. Laur- 
ence P. Dowd of the University of 
Michigan. Answering those who have 
warned that with mounting labor 
costs the United States may be pric- 
ing itself out of world markets, Dr. 
Dowd sees that danger exaggerated. 

Dr. Dowd points out that European 
business also cut back inventories 
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St. Louis Terminal’s Controlled Inventory 
Plan, explained in this booklet, enables you 
to put more merchandise at the disposal of 
your dealers or distributors. 


Through this plan the increased inventory 
will not increase your credit risk. 
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By BROWNING ROBERTS 
Secretary-Treasurer 
Bass and Company, Incorporated 
Hopkinsville, Kentucky 
REDIT is a man’s trust in his 
C fellowman. Through this trust 
and confidence, on a_ well 
placed basis, the economy of this 
country has been expanded, and a 
standard of living accomplished that 
has no parallel in any other part 
of the world. Without proper ad- 
ministration of credit, the wheels of 
industry would indeed be slowed 
down. 

The credit executive, therefore, 
plays a most important role in our 
economic system. The granting or 
withholding of credit can mean the 
difference between success and fail- 
ure. For this reason it is necessary 
for the credit executive to keep 
everlasting vigilance on his custom- 
ers and to learn to know, insofar 
as possible, those he can trust, and 
those he must weed out as unworthy 
of continued confidence. 


Help in Time of Trouble 


Careful thought and _ considera- 
tion should be given to those cus- 
tomers who have trouble along the 
way. Withholding of credit may 
mean the end of their business, 
whereas continuing to grant credit 
during a trying period, and helping 
a customer work out of a dilemma, 
may result in the business even- 
tually getting back on a _ sound 
basis, with the owner or owners not 
only financially but perhaps mentally 
better individuals. 

Occasions arise from time to time 
in the course of business when it 
is necessary to put to test this trust, 


a problem case is solved 


especially when a cloud darkens the 
horizon of a good customer. 

We have in mind an established 
firm that had been a valued cus- 
tomer of ours for a number of years. 
Gradually its paying record began 
to get worse. This caused us a great 
deal of concern, since the account 
apparently was doing a good busi- 
ness and we felt the manager was 
a competent executive in his line. 
The situation finally reached the 
point where we had to curtail the 
line of credit, thereby resulting in 
a loss of sales for us. 


It was a puzzling situation. Then 
came the answer. An audit of the 
firm’s books revealed embezzling by 
one of the employees, and it had been 
going on over a period of years. The 
loss was so substantial that the busi- 
ness appeared to be in jeopardy of 
being closed, on the verge of bank- 
ruptcy. 


Our company is in the wholesale 
building material business, with sev- 
eral branch warehouses. The branch 
manager of each warehouse has 
charge of credits within his branch, 
with overall supervision directed 
from our home office. Therefore, 
when this crisis was disclosed I 
contacted the branch manager of 
our warehouse serving this account, 
first as to the amount owing from 
the customer at the moment. Then 
we discussed lines of procedure we 
should take to protect our company 
on current indebtedness and what 
should be done regarding any future 
orders that might be placed with us 
by the firm. 

It was decided to make an ap- 
pointment with the manager of the 
account in difficulty and go over the 
situation in a frank and open man- 
ner. Therefore, accompanied by the 
branch manager of the warehouse 
serving this customer, I called on 
the manager of the firm. We had a 
conference regarding the present 
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status. We asked him for his 
thoughts on procedure for the fu- 
ture, toward working out of the 
situation. He gave us detailed in- 
formation, as shown by a recent 
audit report, and his honest opinion 
as to what he thought could be done 
to save the business. He was very 
hopeful that some additional capital 
could be obtained. 

His optimism and general attitude 
convinced us he was the type of 
man in whom to put our trust. We 
agreed to continue giving him a 
substantial line of credit, and to 
allow him time to clear his indebt- 
edness, even under the adverse 
conditions. We decided to help him 
restore the business to a solvent and 
profit-making basis. 

Our trust was not misplaced. The 
firm is now discounting most of its 
invoices, and is giving us a _ nice 
volume of business. 

Figuratively speaking, we feel a 
life has been saved—the life of a 
business. 


ROWNING ROBERTS, after 

completion of formal edu- 
cation at Murray (Ky.) State 
College and the University of 
Cincinnati, was for several years 
accountant of Elk Horn Coal 
Corporation, Cincinnati. He 
joined Bass & Company in 1939 
in the same capacity, and six 
years later advanced to secre- 
tary-treasurer of the company, 
of which he is also a director. 

Mr. Roberts has served as 
president of the local Kiwanis 
Club and the Hopkinsville- 
Christian County Community 
Chest. 

Holding NACM membership 
in both the Louisville and Nash- 
ville affiliates, he was a member 
of the building material and 
construction program commit- 
tee for the Industry Group 
meeting at the 63rd Credit Con- 
gress, at Dallas. 





Banker Blames Most Debtor Trouble 
To Too Little “Creditman Influence”’ 


Charging that “too much sales- 
man influence” and not enough 
“creditman influence” is the root of 
most debtor trouble, Ben H. 
Wooten, president, First National 
Bank in Dallas, advised bankers “to 
hold fast to credit standards through 
every kind of economic weather.” 
Large absolute figures on credit out- 
standing are meaningless in them- 
selves, Mr. Wooten told members at- 
tending the national instalment cred- 
it conference of the American Bank- 
ers Association in Chicago; “they 
must be related to the debtor’s 
ability to service the indebtedness.” 
He said consumer credit today is on 
a far sounder base than it was in 
the 1920’s, and cited housing credit 
as an example. 


No Conflict of Objectives 


There is no conflict among the ob- 
jectives of growth, high employment 
and price stability, Frederick L. Dem- 
ing, president, Federal Reserve Bank 
of Minneapolis, told the bankers. In 
the period 1934 through 1958, 
wholesale prices advanced 145 per 
cent, consumer prices 116 per cent, 
Gross National Product expanded by 
186 per cent in constant dollars, he 
noted. About 9/10ths of the whole- 
sale price rise and almost 4/5ths of 
the consumer price rise took place 
between 1939 and 1951. “Roughly 
one-third of the total wholesale and 
consumer price rise of the whole 
period took place between 1944 and 
1947 and reflected in large part the 
repressed inflation of the price con- 
trol years.” The experience of the 
1944-47 period would seem to in- 
validate the claims advanced for the 
efficacy of direct price controls, he 
said. 

The consumer is certain to en- 
large his expenditures in the com- 
ing months for products of most 
lines of business, said John W. 
Remington, vice president ABA, 
president Lincoln Rochester Trust 
Company, Rochester, N.Y. “We 
should recognize that credit-selling 
is one of the most important devel- 
opments in modern merchandising,” 
and is making new inroads into soft 
goods and service lines. He pointed 


to the increasing competition to 
banks in the instalment credit field 
and the new credit techniques being 
developed “to join pay checks with 
merchandise and services,” such as 
the continuing-payment Check-Cred- 
it plans and one-monthly-payment 
Shopper Credit Service. 


Instalment Credit Holdings 


At the end of 1939, commercial 
banks held only 24 per cent of total 
outstanding instalment credit. Since 
World War II, “as a result of ag- 
gressive promotion,” Mr. Remington 
noted, their participation has fluctu- 
ated between 37 and 40 per cent. 

Banks should change their criteria 
on loans to business and industry 
“from a ‘net worth, balance sheet’ 
method to the ‘ability to pay, know- 
how, good management’ yardstick,” 
said R. S. Stevenson, president, Al- 
lis-Chalmers Manufacturing Com- 
pany. He said there “probably was 
not a business in the country” that 
was not delaying purchase of need- 
ed equipment for financial reasons, 
due, he told the bankers, to the 
“single fact that the businessman 
just doesn’t know you're interested 
in this type of financing.” 


The decline in auto sales in re- 
cent years, according to some ob- 
servers, may be attributable in part 
to “social and psychological factors 
that have made a new car less of 
a so-called prestige symbol,” said 
Jesse W. Tapp, chairman of the 
board of Bank of America. Vaca- 
tions, travel, home improvements 
and expansion now may be attract- 
ing dollars that once went into a 
larger auto, another speaker said. 

“We are the most advanced coun- 
try in the world in the use of credit,” 
which explains why “our people en- 
joy the highest standard of living 
in the world,” speaker Wooten 
noted. 


NRMA Controllers Confer 
11 Honorary Memberships 


A new honorary membership 
classification for men who have been 
active in controllers’ congress pro- 
grams but who now are retired or 
are no longer in retail control, estab- 
lished this year by the controllers’ 
division of the National Retail Mer- 
chants Association, was bestowed on 
eleven men at the 39th annual con- 
vention, in Detroit. 


Mexico’s Accountants to Meet 


The second national convention of 
public accountants in the Republic 
of Mexico will be held in Monterrey 
October 28-31. 


PRODUCTIVE DOLLARS FOR INDUSTRY 


Of interest to Principals—Banks—Attorneys—Accountants and Business Brokers 


we will pay #1.000.000 to 5.000.000 
for a business 


To add to the Aetna Industrial Group. Dealing with us is simple 
and direct. We buy for ourselves and endeavor to retain present 
management and personnel. If the deal fits our Special Formula, 
you may realize more. We prefer to pay All Cash. 

Current earnings are not all important to us so long as it is an 
old established company and if we can be satisfied that our fi- 
nancial resources and business guidance can expand the business 


and its profits. 


A merger with one of our own companies will also be consid- 
ered. Needless to say, all negotiations are confidential. (Brokers 


or finders absolutely protected). 


Address Walter W. Weismann, Chairman or any other executive officer. 


Aetna Industrial Corporation 


= WOUSTRiaAt 
565 Fifth Ave., N.Y.17 Tel. OXford 7-8989 
Capital & Surplus $7,000,000 + Capital Available $10,000,000 
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Single Photocopy Machine 


Of 3 Copy-Typists and 


paperwork go hand-in-hand in 
today’s business world. As the 
one increases, the 
other inevitably 
stockpiles. 

The greatest 
burden placed on 
the clerical staff 
of any regulated 
firm is the need 
to reproduce vir- 
tually all its pa- 
perwork for in- 
spection by the various governmen- 
tal agencies with which it has con- 
tact. 

Nowhere is this more forcibly 
demonstrated than in the immensely 
complex transportation field, the 
most closely regulated industry in 
America. One nationwide mover of 
household goods, however, has dis- 
covered a simple way to drastically 
reduce the time, effort and expense 
of this process. The solution is 
adaptable to every type of business 
which needs prompt, accurate copies 
of any paperwork, whether written, 
printed, typed or drawn. 


f OVERNMENT regulation and 


J. ©. CONNELL 


290 Agents in 50 States 


Atlas Van-Lines has some 290 
agents located throughout the 50 
states and in ten foreign countries. 
Its Chicago headquarters is the clear- 
ing and dispatching center for all 
long-distance moves made by these 
agents. (Atlas’ new headquarters, 
scheduled for completion in 1960, 
will be in Evansville, Ind.) 

Besides having to reproduce most 
of its paperwork for regulatory 
agencies, such as the Interstate Com- 
merce Commission, Atlas must dis- 
tribute copies of any documents 
pertaining to a particular move to 
all agents who participate in that 
move. 

At Atlas Van-Lines, “a single low- 
cost machine, the Uni-Matic “Auto- 
Stat” photocopy machine of Ameri- 
can Photocopy Equipment Company 
(APECO), is doing the job of three 
copy-typists and proofreaders in du- 
plicating the mass of documents, 
many of them required government 


reports, that are funneled through 
its offices every day,” reports Atlas 
general manager James C. Connell. 


“The Apeco unit has enabled us to 
greatly reduce the number of man- 
hours previously spent on reproducing 
records,”’ notes Mr. Connell. An Apeco 
user since 1951, “it would be impos- 
sible now to estimate the many savings 
Atlas has achieved during these years. 
Without the Uni-Matic machine,” he 
added, “there can be no doubt that 
the efficiency of our entire central 
operation would be seriously com- 
promised.” 


The accounting department, he 
continued, makes photocopies of 
ledger sheets, financial statements 
and profit-and-loss statements which 
show, ai a glance, the present finan- 
cial condition of the line and each 
of its agents. “Apeco enables us to 
eliminate time-consuming copy work 


Does Job 


Proofreaders 


and the proofreading of numerous 
figures. The copies are ready for 
distribution minutes after they have 
been completed by the accounting 
department.” 


“This speed and efficiency,” Mr. 
Connell said, “is particularly vital 
to Atlas Van-Lines in meeting the 
frequent reporting deadlines required 
by the I.C.C. and the several state 
commerce commissions.” 


The company makes heavy use of 
systematic business forms to sim- 
plify its procedures where possible. 
“But,” says Mr. Connell, “time and 
again, some one individual or fed. 
eral or state commission will require 
additional copies of a particular 
document. On other occasions we 
must distribute photocopies of such 
documents as driver medical certifi- 
cates, vehicle inspection reports or 


EASY AS drawing water from the tap—James C. Connell, general manager of 
Atlas Van-Lines, Inc., Chicago, spectates while his secretary speedily runs off 4 
needed copy on the Apeco Uni-Matic “Auto-Stat” photocopier, 
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1.C.C. regulations, of which we re- 
ceive only the original copy. It’s in 
these instances that the photocopies 
really come into their own.” 


Other Uses of Auto-Stat 


A run-down of some of the other 
uses which Atlas makes of the Auto- 
Stat indicates both the scope of its 
operations and the amount of paper- 
work that customarily accumulates 
from day to day: weight certificates; 
bills of lading; invoices; inter-line 
ugreements; tonnage and mileage 
statistics; federal, state and _ local 
government regulations; tax and li- 
cense reports; safety reports; in- 
dividual agent and company account- 
ing and financial statements; I.C.C. 
regulations and decisions; van dis- 
patching memoranda; delivery re- 
ceipts; claim reports and correspon- 
dence. “This list is far from ex- 
haustive,” Mr. Connell said. 

“Many of our agents,” he pointed 
out, “do extensive hauling for gov- 
ernment and military personnel both 
in this country and abroad. These 
moves usually compound our book- 
keeping even further, since they 
often require still more copies of 
the various documents, frequently 
weeks after the move and original 
paperwork are completed.” 

Atlas does not designate a sep- 
arate operator for the Auto-Stat. 
All personnel who have need of the 
machine are trained in its use; and 
the unit is placed in a convenient 
central location, accessible to the 
departments which have the most 
need for it. 

“If we had to hand type or copy 
type all of our photocopy work,” 
Mr. Connell estimated, “it would 
take six times as long and cost at 
least three times as much.” 


Bankers’ Tests Prove 
Trusteeship Acumen 


An $80,000 pension trust invest- 
ment portfolio begun in 1958, at the 
end of the year might have shown an 
increase in market value of (a) 
$4,940, (b) $4,373, (c) $6,450, (d) 
$12,625.50, or (e) $6,184.75, due to 
appreciation in stock values. In a 
stuly program undertaken by the 
committee on trust investments, 
American Bankers Association, five 
hypothetic representative investment 
programs were followed. These re- 
suited in yields ranging from 3.7 
per cent to 4,09 per cent, well above 


the 3 per cent actuarial rate designed 
to provide a pension for life for 
employees reaching retirement age. 

Original bond and stock ratios of 
the five programs, respectively, were: 
(a) 55.3 per cent bonds, 41 per 
cent common stock; (b) 68.75 per 
cent bonds, 30 per cent common; (c) 
61.34 per cent bonds, 36.75 per cent 
common; (d) 58.78 per cent bonds, 
4.57 per cent preferred and 36.65 per 
cent common; (e) 64.75 per cent 
bonds, 34.08 per cent common. Plan 
(d), which showed largest dollar 
value appreciation, had stock hold- 
ings primarily in food and _ utility 
companies, which doubled in value. 


ABA Will Ask Congress for 
More Equitable Taxing Law 


More equitable taxation of com- 
mercial banks, mutual savings banks 
and savings and loan associations is 
the announced aim of a plan, to be 
submitted as a bill for Congressional 
consideration, by the American Bank- 
ers Association’s administrative com- 
mittee and executive council. 

Banks and savings and loan asso- 
ciations would be allowed to transfer 


CREDIT 
INSURANCE 


A wise head has a close 
mouth to it.—The Light 


to reserves annually out of current 
income a sum equal to 4% of 1 per 
cent of nonguaranteed loans so long 
as total bad debt reserves are less 
than 5 per cent of such loans. 

“The plan,” said ABA president 
Lee P. Miller, “would abolish the 
current provision in the law which 
permits mutual thrift institutions to 
make transfers to reserves to the ex- 
tent that 12 per cent of deposits or 
share accounts exceeds surplus, re- 
serves and undivided profits, and 
would permit both banks and savings 
and loan associations to build up re- 
serves against possible future losses 
out of pre-tax income on a fairer 
basis.” 

The plan would make subject to 
taxation 12 per cent of mutual institu- 
tions’ net income after allowable de- 
ductions but before payment of in- 
terest or dividends. 

Only that portion of income attri- 
butable to capital would be taxable 
in either case. 


keeps your dollars working for you 


You can expand your working capital with Credit Insurance. It guarantees 
the value of your Accounts Receivable...assures their conversion into cash. 


Credit Insurance is, in effect, a guarantee that your receivables 


are as good as money in the bank. 


' Put security into your cash forecast. Ask your London Guarantee 
Representative to blueprint a personalized plan that will keep your dollars 
where they do the most good...in capital funds. Or, if you prefer, write to... 


Credit Insurance Department 


LONDON GUARANTEE AND ACCIDENT CO. LTD. 


Member of the Phoenix of London Group 
55 Fifth Avenue, New York 3, New York 
Over Sixty Years of Continuous Service In Credit Insurance. 
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Each Customer’s Case Calls for its Own Careful Evaluation 


Setting Up and Controlling the Lines of Credit 


By MILTON H. ANDERSON 
District Financial Manager 
Graybar Electric Company 
Cincinnati, Ohio 


HE customer is entitled to a line 

; of credit, or he is not. If he is, 

how much of a line? And after 
establishing a 
line of credit, 
how can we con- 
trol it? 

The _ practice 
varies consider- 
ably. Some firms 
establish very 
definite credit 
x | lines based mere- 
MILTON ANDERSON ly on ratings; to 
others, their customer’s requirements 
are the determinant. 

In setting up a line of credit it is 
essential to evaluate the C’s of credit 
very carefully. The capital employed 
in the business is no doubt the most 
important point to consider. 

We use a very simple credit ap- 
plication form, which includes a 
financial statement. Our sales people 
keep a supply of these forms and 
suggest to the credit applicant that 
the form be mailed directly to our 
department. 


Elements to Consider 


Some of the elements to consider 
in analyzing the statement are: 

1. Is it an estimated or audited 
statement? 

2. Is it signed? 

3. Is it an interim or fiscal year- 
end statement? 

4. How do the ratios on the state- 
ment compare with those for the 
industry ? 

5. Do you have a profit and loss 
statement to supplement the balance 
sheet ? 

6. How does the current statement 
compare with those of previous 
years? 

7. Is tax liability correctly in- 
dicated? 

8. Are there any long-term lease 
arrangements, both on real estate 
and equipment? 

9. Is the business amply financed 
for the sales volume? 


10. Is insurance coverage ample? 

11. Do you have any reason to 
believe any items of the statement 
are incorrect? 

12. Based on analysis, can the 
customer pay promptly for credit 
extended ? 

13. What line of credit should be 
established ? 

In our business we make the credit 
investigation in our department. 
After carefully analyzing the infor- 
mation obtained, we arrive at a credit 
line on an order basis and indicate 
the amount on a card, which is held 
by our office sales staff in either the 
main house or in one of the branches. 
An office salesman has the task of 
processing our customers’ orders. A 


ILTON H. ANDERSON, dis- 
trict financial manager of 
Graybar Electric Company, Cin- 
cinnati, is a past president of 
the Cincinnati Association of 
Credit Men. He was a vice gen- 
eral chairman of the 60th An- 
nual Credit Congress, and was 
chairman for the Electrical In- 
dustry Group meetings. 
Mr. Anderson has been with 
Graybar since 1929, and was 
named credit manager of the 


Ohio Valley district in 1946. 


master card with a rating, order line, 
and other pertinent information is 
kept in the financial department. 

In establishing a credit line we 
classify the customers in about four 
different groups: 


1. Well-rated accounts. 

’ 2. Smaller active accounts in which 
cases our experience substantiates a 
line of credit. 

3. Inactive and dubious marginal 
risk accounts which we want to watch. 
A refer limit is indicated on such 
accounts. 

4. Bad credit risks. 

In view of the fact these lines are 
based on individual orders, our 
office salesmen and financial men 
who are responsible for the territory 
must watch for any unusual activity 
on any account. 

The well-rated accounts give us no 
problem. The smaller active ones re- 
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quire some checking when they ob- 
tain a large job or become unusually 
active because of the season, such 
as is the case in the appliance busi- 
ness at certain periods of the year. 

The marginal risk group requires 
most of our attention. It is difficult 
to determine how much credit to 
extend and still retain the customer’s 
goodwill, as well as a happy sales 
department. We would do more 
harm by extending too much credit 
than by not extending enough. 

In addition to the cards with 
credit lines we carefully review the 
monthly statements at the end of each 
month. In the event an account is 
out of line we send our office sales- 
man a form which he can clip to his 
reference card. This form indicates 
special instructions regarding the 
handling of any new orders. If, in 
the month, the financial man feels 
that the orders from a certain account 
need special handling, this slip is 
also forwarded the office salesman. 
A list of the problem accounts which 
should be watched is sent at the end 
of each month to the branch operat- 
ing managers. 


When Limit Is Necessitated 


Occasionally we place an account 
limit on a customer. The customer 
is notified of such limit and knows 
that when he reaches that figure we 
will ask for a check. Our sales people 
are also informed of this limit. This 
has been an effective manner of 
handling certain small contractors 
and industrials and is easily sold 
when the customer is trying to estab- 
lish credit with us. 

Lines of credits must be constantly 
reviewed for the following reasons: 

1. Customer’s requirements may 
change. 

2. Change in customer’s financial 
condition may develop. 

3. Our experience may indicate a 
change is required. 

We believe there is no foolproof or 
automatic method of setting up lines 
of credit. Each customer’s case must 
be carefully evaluated in order to 
establish a line which is fair to him 
as well as profitable to our company. 
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Washington Preference Law 


State of Washington Senate Bill 
258, relating to preference by in- 
solvent corporations and amending 
Sections 1 and 3, Chapter 103, Laws 
of 1941, has become law. The 
amendment makes two _ substantial 
changes in the Preference Law of 
Washington state. First, it provides 
that no preference can be recovered 
unless the creditor to be benefited 
thereby had reasonable cause to be- 
lieve that the debtor corporation was 
insolvent at the time the preference 
was received. The amendment also 
changes the test of insolvency, for 
the purpose of the Act, to the bank- 
ruptcy test, that is, the condition 
whereby the aggregate of the cor- 
poration’s property shall not at a 
fair valuation be sufficient in amount 
to pay its debts. 

Washington is the only state which 
has an insolvent corporation prefer- 
ence law. The amendment brings the 
statute back into line with that of 
the National Bankruptcy Act in that 
it requires knowledge of insolvency 
and adopts the bankruptcy test of 
insolvency for the purposes of the 
Act. 

Publicity that had been given to 
the preference statute outside the 
state had been a problem to indus- 
tries considering movement into the 
state. Various organizations outside 
the state had publicized the law, and 
industries had been urged to re- 
consider whether they should do 
business in the state so long as the 
preference statute existed as previ- 
ously drawn. 


Retained Check 


When a drawer’s account at his 
bank was insufficient to honor a 
check, the bank was not liable to 
the payee for retaining the check 
more than 24 hours after receipt, 
the U.S. district court, Southern Dis- 
trict, Florida, ruled. Under Florida 
law a drawee who destroys a draft 
or refuses to return it within 24 
hours shall be deemed to have ac- 
cepted it. 

The defendant kept a forwarded 
check three days before returning it 





Legal Rulings and Opinions 





unpaid to the forwarding bank. Only 
at the time the check was forwarded 
did the depositor’s account contain 
sufficient funds to cover the item. 
Finance Corp. of Fla. V. Central 
Bank & T. Co., 163 F. Supp. 372 
(1958). 


Financing Agreement 


A party agreed to finance a real 
estate project until the building 
plans were submitted, and gave no 
indication he would not continue the 
agreement. He thus estopped himself 
from later rescinding the contract 
because of alleged delay, the U.S. 
court of appeals, Fifth Circuit 
(Texas) ruled. 

The court dismissed the defense 
arguments that the lessees were not 
financially sound and that delay in 
revising the building plans prevented 
accrual of any obligation under the 
contract because it was too late to 
obtain necessary financing from out- 
siders who had been shown the re- 
vised plans. Childress v. Covk, 245 
F. 2d 798 (1957). 


Power Commission Upheld 
Right of the Federal Power 


Commission to suspend increases in 
natural gas rates, despite an esca- 
lator clause in the sales contract 
providing for the increases, was up- 
held by the United States court of 
appeals. Seventy independent pro- 
ducers of natural gas in the Wood- 
land gas field of Harrison County, 
Texas, had sought to raise rates. 

Pan American Petroleum Cor- 
poration (formerly Stanolind Oil and 
Gas Company) delivers its own gas 
and that of the other producers to 
Mississippi River Fuel Corporation, 
which handles the gas in interstate 
commerce. 

The 1951] contract has an esca- 
lator clause for a gradual rise in gas 
price from 12 to 151% cents for each 
1,000 cubic feet. The contract pro- 
posed a rise to 1314 per cent (from 
13) per 1,000 cubic. feet in 1955 
under the clause. 

The Federal Power Commission 
suspended the increase, holding that 
the companies involved had failed 
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to carry the burden showing the 
increases were reasonable. Because 
the case involved a change of rate, 
the increase was subject to suspen- 
sion by the FPC, the appeals court 
held. The opinion was written by 
Stanley F. Reed, retired justice of 
the U.S. Supreme Court. 


Protected from Removal 


Nevada’s state superintendent of 
banks could not be removed from 
office by ordinary court procedures 
because he was a “state officer” 
within the constitutional provisions 
governing impeachment, the Nevada 
supreme court ruled. The superin- 
tendent obtained a writ of prohibi- 
tion restraining the court from taking 
any steps or proceedings under the 
removal petition. 

Said the court: An express con- 
stitutional provision requiring a cer- 
tain thing be done a certain way 
was exclusive to the same extent as 
if it had included a negative provi- 
sion that it might not be done in 
any other way. Robison v. First Ju- 
dicial District Court, 313 F. 2d 436 
(1957). 
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Lever 


No need to spend hundreds or even $50 for a 
real adding machine. The SUMIT is a real desk 
model adding machine for home and office 
use. It is not a cheap foreign import, but made 
in U. S. and guaranteed for two full years by 
manufacturer. Only 5” high, 5” wide, 7" deep, 
it occupies little desk space, yet saves hours 
of time with unerring accuracy. Body is made 
of heavy-gauge steel and is practically inde- 
structible. Beautiful horizon-blue color. 10 DAY 
FREE TRIAL. Use it for ten days and if not 
delighted we will refund the entire purchase 
price. Send only $18.95 plus $1 shipping 
charges in cash, check or money order. For 
C. O. D. enclose $1 deposit and pay postman 
balance plus C. O. D. shipping charges. The 
SUMIT is probably the most inexpensive qual- 
ity adding machine on the market. 


BARILEN CORP. 


DEPT. K-15 11 E. 47 STREET, NEW YORK 17, N. Y. 








By WALTER W. WEISMANN 
Chairman 


Aetna Industrial Corporation 
New York, New York 


N reorganizing, buying and oper- 
ating companies, I have found 
that many different considerations 
influence owners 
to dispose of 
their businesses 
or to merge with 
other concerns. 
Age is a big fac- 
tor. An entrepre- 
neur may reach 
a point in life 
where he _be- 
comes fed up 
with his responsibilities and worries. 
He may dread a profit squeeze, new 
competition or a_ fickle consumer 
market. A fair offer to buy his busi- 
ness for cash gives him the oppor- 
tunity to be relieved of the worries, 
strain and stress of the complexities 
of modern day business. 

Of course he sometimes wants to 
make sure that his old and loyal 
employees, with long service records, 
will be retained, and maybe also his 
existing legal and accounting con- 
nections. 

Declining profits are another rea- 
son for selling. Some owners feel they 
would prefer to get out because of 
high taxes and then invest in tax- 
free bonds or set up a trust fund. 

Estate and tax problems may be 
simplified through a cash sale in 
some cases. A sale also solves the 
problem of who is to assume the 
risks and the top management of 
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That Would Be It! 


Radar may be doing all the 
coast-to-coast driving for mo- 
torists in five years, predict two 
Westinghouse Electric engineers, 
Dr. Yoahan Chu and P, N. 
Buford, of the _ corporation’s 
electronics division at Baltimore. 

Cars could follow a strip of 
foil or special paint while auto- 
mation would handle steering, 
speed, stopping. 

But what would control the 
cut-in jaydrivers? 
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Selling or Merging a Business 


Faltering Company Regains Profit under New Planning and Management 


the business should the owner pass 
away. The problem of a widow or 
executors interfering in management 
may present serious difficulties. 

Many a faltering business has 
turned the corner and made good 
profits through proper reorganiza- 
tion, realistic management and ex- 
pert planning. In 1957 Aetna Indus- 
trial Corporation put up cash to buy 
three old and widely known con- 
cerns: Graton & Knight, established 
1851; Warren Belting Co., 1861, and 
Eisendrath Glove Co., 1892. Plans, 
immediately announced for each of 
the three companies, embraced re- 
search, improved inventory and pro- 
duction controls, modernization and 
expansion through new equipment 
additions and new lines. These com- 
panies’ operations were soon in the 
black. 

On another occasion a toy com- 
pany was losing money and in about 
three years would be broke. Re- 
vamping of the manufacturing pro- 
cesses seemed absolutely necessary 
but the capital was lacking. The 
business was reorganized and turned 
into a profit-making enterprise. In 
only nine months its status improved 
so much that a competitor bought 
it for a substantial price. 

When a concern begins to lose 
ground, and talk gets around in a 
local community, the morale of the 
organization suffers severely. The 
best way to create a better demand 
for its product may be entirely new 
control and management. 

An example was a long-established 
textile company which was the main 
support of a small town in New York 
State. This company was definitely 
sliding and most of the inhabitants 
knew it. The employees were all un- 
happy because worried about their 
jobs. Acquisition by Aetna Indus- 
trial provided for installation of 
additional equipment to effect oper- 
ating economies and for perfection 
of products, a designing department 
to develop designs of fabrics as neces- 
sary to illustrate styling and finished 
garments for the end users of the 
company’s manufactured products as 
a free aid and cooperation. An en- 
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At 11 years of age Walter W, 
Weismann went to work at 
$15 a month. At 30 years he 
was a millionaire five times over. 
As a rehabilitator of “sick busi- 
nesses,” he has bought or oper- 
ated 100 companies in his un- 
usual career, and he is widely 
known, especially in the textile 
industry. 

The chairman of Aetna In- 
dustrial Corporation headed the 
Reform Judaism fund drive in 
Greater New York in 1954-55 
and was named “Man of the 
Year.” 


























larged sales department embraced 
every possible market for the prod- 
ucts. Then a national advertising 
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campaign was set up. h 
Announcement was made that the § P 
new management wished to retain " 
all the highly efficient key operating § " 
personnel and the big family of loyal 
employees. There were immediately 
a new enthusiasm, a new spirit and 
much greater sales efforts. tr 
It has been my expes.cnce that jj, 
new ownership brings new ideas,§ 
new vitality, and creates a new hori-§ jy 
zon with new enthusiasm that stands § {, 
for success of a business that may be § jy, 
going downhill. As a matter of fact,§ j, 
it gives it a rebirth. All this is anf ;, 
addition not only to our economy § yp, 
but to the industry in which it sf jp 
engaged because a “failing com-§ j, 
pany” is harmful in any industry. 
lei 
Insured Savings and Loan = 
Units Average $13 Millions mé 
The roles of both controller and - 
internal auditor have taken on added és 
significance with the marked growth - 
of insured savings and loan associa ie 
tions, the average size of which has thos 
risen from $4 millions in 1948 tof },, 
more than $13 millions, Verne C. bs 
Bonesteel, director of the division of ber 
examinations, Federal Home Loan the 
Bank Board, declared at the annual bine 
convention of the Society of Savings o¢ ' 
and Loan Controllers. One-third off ,., 
the 3,900 insured associations hold ,,,, 
individual assets in excess of $10B gy, 
millions. plie 








PROJECTING BUSINESS 
PICTURE INTO 1960 


(Concluded from page 10) 


recent pace, and upward revisions 
in the discount rate may occur as 
well. 


Business Loan Demand Strong 


Upward pressures on interest rates 
will develop from other factors be- 
sides fiscal or monetary policy. One 
of the major factors is the recent 
strengthening of bank loan demand. 
Business loan demand, which began 
to recover recently because of in- 
ventory financing needs and some 
weakening of business liquidity posi- 
tions, promises to remain strong 
throughout 1959. Real estate and 
consumer loan demand also looks 
strong because of the expected con- 
tinued strength of consumer buying 
plans. 

Our snapshot of early 1960 should 
boast the strong outlines of pros- 
perity, in contrast to the 1958 pic- 
ture of recession and the 1959 pic- 
ture of rapid recovery. 


Photo Equipment Gains 


The photographic equipment indus- 
try, which shipped just over $1 bil- 
lion of film and supplies in 1957— 
as compared with only $428 millions 
just 10 years before—should be able 
to record an 8 to 10 per cent sales 
increase this year. That estimate is, 
in fact, conservative, since similar 
increases have been obtained in al- 
most every other recent year, includ- 
ing some when business was not 
nearly so prosperous as today. 

The field of work and the field of 
leisure are both rapidly growing, 
and both are providing favorable 
markets for the photographic equip- 
ment industry’s products. In _busi- 
ness, the manager with his growing 
emphasis on cost-cutting has found 
an ally in the efficiencies afforded by 
hew types of photographic reproduc- 
tion. In family living, such factors as 
the baby boom and the vacation 
boom, which apparently require a 
permanent record for every one of 
the 55 million American families, 
have contributed to the heavy sales 
of photo equipment. All these factors 
ate strongly active at the present 
time; all should contribute to a very 
strong market for photographic sup- 
Dlies in 1959. 


The great thing in this 
world is not so much where 
we stand, as in the direction 


we are moving. 
—Oliver Wendell Holmes 


Lists Five-Point Program 
For Bank Audit-in-Depth 


The “profit and balance sheet is 
only part of the record” and ade- 
quate depth of the auditor’s service 
to his bank is dependent on fulfill- 
ment of these activities outlined by 
Tom Mead, auditor, California Bank 
of Los Angeles: (1) Reviewing and 
appraising the soundness, adequacy 
and application of account, financial 
and operating controls; (2) ascer- 
taining the extent of compliance with 
established policies, plans and pro- 
cedures; (3) ascertaining the extent 
to which company assets are ac- 
counted for, and safeguards from 
losses of all kinds; (4) ascertaining 
the reliability of accounting and 
other data developed within the or- 
ganization, and (5) appraising the 


Handy Binder 


quality of performance in carrying 
out assigned responsibilities. 

Mr. Mead spoke before the west- 
ern regional convention of The Na- 
tional Association of Bank Auditors 
and Comptrollers, in Phoenix. 


Stable Long Term Price Level 
Is Urged as Inflation Antidote 


Acceptance of “creeping inflation” 
as national policy would jeopardize 
“vigorous and orderly economic 
growth,” declared Dr. Paul W. 
McCracken of the University of 
Michigan, former member of the 
President’s Council for Economic 
Advisors, addressing the Midwest 
Conference on Forecasting sponsored 
by the American Statistical Associa- 
tion and the Chicago Association of 
Commerce and Industry. 

Professor McCracken proposed 
amendment of the Employment Act to 
include “reasonable stability” of the 
general price level as long-term 
policy, reforms in Federal budgeting 
procedures with Presidential power 
of item veto, and realistic approach 
to creeping costs, laid to rising labor 
costs rather’ than corporate profits. 


for Magazines! 
= It's the missing copy 


of your CREDIT AND 
FINANCIAL MANAGE- 
MENT that you need most. 
No more of that when 
you have this binder. 
Protects them too from 
that dog-eared look. 


It holds 12 magazines in a convenient, orderly and 
neat manner. The binder’s handsome, deep-green 
burlap grained Kingscraft, embossed in gold, will 
make an attractive addition to your desk-top or 
library shelf. 


To Publications Dept., National Association of Credit Management 
229 Park Av. So., New York 3, N. Y. 


Here's my $3.25 check for the binder. Send to 


Name 
Street 
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Guides to Improve Executive Operation 


KEEPING INFORMED 


GuipE TO RecorD RETENTION RE- 

QUIREMENTS—For revised list of 
some 1600 items the Government 
may ask to see on tax audits, con- 
tracts, and so forth, write Superin- 
tendent of Documents, Government 
Printing Office, Washington 25, 
D.C. Price: 15 cents. 


Tax SHELTERED INCOME — by John 

L. Handy. How companies can in- 
crease financial incentives to their 
executives is pointed out in pamphlet 
of Handy Associates. For copy, write 
the latter at 570 Lexington Ave., New 
York 22, N.Y. 


“5S REPoRTS” is title of Royal McBee 

literature about these essential-to- 
manufacturing-management reports: 
profit and loss statement, daily labor 
report by department, weekly recov- 
ery report by department, weekly 
load and excess cost report, monthly 
plant operating statement. For copy, 


write Royal McBee Corp., Port 
Chester, N.Y. 


How To Use Direct Maltt To Pro- 

MOTE YourR BusInEss is title of 
32-page booklet intended as a primer 
for those who have wished to use 
direct mail and should be particular- 
ly useful to small companies. Chap- 
ters include: things direct mail can 
do, what to mail and when to mail it, 
tips for getting better readership. 
For copy, write on your company 
letterhead to Pitney-Bowes, Inc., 
Walnut & Pacific Sts., Stamford, 


Conn. 


Test CaTaLoc, 1959, 80 pages, lists 

and describes aptitude, clerical 
and typing tests, personality and 
other tests and devices available. 
Books are listed. Services of the test 
division; statistical, research and 
consulting services of the organiza- 
tion are noted. For copy, write The 


Psychological Corporation, 304 East 
45th St., New York 17, N.Y. 


Informative reports, pamphlets, 
circulars, etc., which may be of 
interest to you. Please write di- 
rectly to the publisher for them. 
CREDIT AND FINANCIAL MAN- 
AGEMENT does not have copies 
available. 


To expedite receiving booklets 
described below in this column, 
address all inquiries concerning 
Efficiency Tips to CREDIT AND 
FINANCIAL MANAGEMENT, 229 
Park Av. So., New York 3, N. Y. 


EFFICIENCY TIPS 


774—Mercury Industries’ Bulletin 

+500 gives data about operation of 

Mercury traveling belt Office Con- 

veyor for handling of departmental 

and interdepartmental paperwork. 
v 


775—Catalog 1-59 of Plan Hold 
Corp. illustrates line of Vertical Fil- 
ing equipment for blueprints, maps, 
charts. 

v 
776—“How to Use Zip-Tape” cello- 
phane package-opening tape is de- 
scribed in 8-page booklet issued by 
The Dobeckmun Co., div. of the Dow 
Chemical Co. 

v 
777—Just released Catalog L of 
Binders for marginal punched forms 
used in electronic data processing, 
offered by C. E. Sheppard Co., is a 
handbook of varied types designed 
for these forms. 

v 
778—“Ideal File” brochure describes 
uses of Cullom & Ghertner Co.’s 
Carb-O-Copy spot carbonized busi- 
ness forms, contains a specimen 
sheet, instructions how to design the 
form. Free. 

v 
779—“How to Measure Time with 
Tape,” 12-page full color brochure 
of DeJur-Amsco Corp., tells advan- 
tages of magnetic tape dictating unit 
which also may be used for recording 
phone conversations. 

v 


780—Attractive catalog in color 
shows crisply elegant modular 
“Exedra” contemporary office furni- 
ture of Yawman & Erbe Manufactur- 
ing Co. for business and professional 
executive offices. 

v 


781—Descriptive literature about 
“Formscard” continuous tabulating 
card which eliminates medial strips 
is offered by Forms Inc. 
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BOOK REVIEWS 


AUTOMATION AND Society — Edited 
by Howard Boone Jacobson and 
Joseph S. Roucek. 553 pages. 
Philosophical Library, Inc., 15 
East 40th St., New York 16, N. Y. 

e In a non-technical and practical 
handbook the authors present their 
conclusion that automation, besides 
its technological achievements, is an 
intellectual and _ social challenge, 
with great promise but also with 
problems. To prove their points, they 
include articles by 32 authorities, in 
many fields. 

As for personnel displacement, 
writers minimize the external or 
layoff factor, call adjustment to other 
jobs the real problem, with this also 
minimized by advance planning. 

There is much valuable informa- 
tion for the business executive in the 
volume, and it is in a very readable 
form. 


OTHER BOOKS REVIEWED 
AND RECOMMENDED 


Bustness Law—(Principles and Cases) — 
By John W. and Madie B. Wyatt. $7.50. 
McGraw-Hill Book Company, Inc., 330 West 
42nd St., New York 36, N. Y.—Discussing 
laws relating to the most common business 
transactions, the author provides cases, 
problems, and illustrations to elucidate 
those principles of law applying to the 
various factual situations, based on con- 
stitutions, legislative enactments, and judi- 
cial decisions. A practical text more for the 
business executive than the attorney. 


DATA PROCESSING — Proceedings of 
National Machine Accountants Associa- 
tion 1958 annual conference are basis for 
this book. Material presented by more than 
35 electronic data processing specialists 
covered a wide range of topics and because 
based upon recent experience is expected 
to be valuable to machine accountants and 
others as reference for years to come. 
Among the topics: general ledger account- 
ing for motor freight, production control 
reporting, work measurement in the ma- 
chine accounting department, planning new 
applications. 412 pages. $10.00. National 
Machine Accountants Association, Paris, 


Tl. 


Books reviewed or mentioned 
in this column are not available 
from CREDIT AND FINANCIAL 
MANAGEMENT unless so indi- 
cated. Please order from your 
bookstore or direct from the 
publisher. 
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Trends 


One Out of 8 Holds Stock 


OnE ADULT out of eight in the 
United States is a shareholder, the 
New York Stock Exchange says. In- 
dividual stockholders now total 12,- 
490,000, contrasted with 8,630,000 
in 1956 and 6,490,000 in 1952. The 
average shareholder has a household 
income of $7,000, compared with 
$6,200 in 1956. 


They Don’t Agree 


Tue Federal Trade Commission 
stands opposed to any special legisla- 
tion to bar automobile manufacturers 
from financing or insuring autos sold 
at retail. 

Earl W. Kintner, FTC general 
counsel, told a Senate judiciary sub- 
committee that the commission tradi- 
tionally opposed “variations of the 
general antitrust laws to govern con- 
duct applicable to only one segment 
of our economy.” Mr. Kintner read 
a statement from John W. Gwynne, 
FTC chairman, that individual in- 
stances of alleged restraints should 
be handled under the general laws. 

That answered Senator Estes Ke- 
fauver (Dem., Tenn.), chairman of 
the antitrust and monopoly group, 
who earlier had urged passage of 
one of several bills that would make it 
illegal for auto makers to operate 
finance and insurance subsidiaries. 

It also was a rejoinder to Senator 
Joseph C. O'Mahoney (Dem., Wyo.), 
who said concentrated industries 
could tie up antitrust actions by 
years of delay “through every court 
in the land.” 

General Motors Corp. operates its 
own finance company, the General 
Motors Acceptance Corporation. 


The Reds and the High Court 


Criticizinc the U. S. Supreme 
Court for recent decisions on matters 
of Communism and internal security, 
the American Bar Association’s house 
of delegates, its policy-making unit, 
mecting in Chicago, urged Congress 


to modify the effect of the high 
court’s rulings. 

Only slightly softening the lan- 
guage of the association’s special 
committee on Communist tactics, 
strategy and objectives, the house of 
delegates also proposed that Congress 
let the states enact their own laws 
against sedition, put teeth in the 
Smith Act which makes it a crime to 
teach and advocate violent overthrow 
of the Government, and require that 
all Federal employees as a condition 
of employment be barred from re- 
fusing to answer questions on possi- 
ble Communist connections put by 
any authorized agency of inquiry. 


What’s in a Name? 


MucH MoRE than the name itself, 
where boards of directors are con- 
cerned, and many companies are 
making special efforts to increase 
their effectiveness, say the National 
Industrial Conference Board and the 
American Society of Corporate Secre- 
taries, in a joint study in which al- 
most 1,000 companies participated. 

More directors are being picked 


For Gout Sufferers 


Comes word from _ Federal 
health officials that an old drug, 
Zoxazolamine, traditionally used 
only for muscle relaxation, of- 
fers new hope for gout sufferers 
—and it’s estimated there are 
300,000 of them in the United 
States. Other drugs—Cochicine 
and Benemid—have been used 
in treating gout. 

The new use for Zoxazolam- 
ine sold under the trade name 
Flexin by McNeil Laboratories, 
Inc., subsidiary of Johnson & 
Johnson, was discovered by acci- 
dent by Dr. John J. Burns of 
the National Institute of Health, 
and a team of doctors. They 
found that patients using Zoxa- 
zolamine to relax muscles were 
excreting large quantities of 
uric acid crystals. Research then 
showed the drug would reduce 
the uric acid buildup that ac- 
companies an attack of gout. 


for the help they can give operating 
executives and are being kept better 
informed, the survey shows. 


Higher Railway Profits 


PROVIDED there is no extended steel 
strike, railway earnings for 1959 will 
likely show a gain exceeding last 
year’s by more than 20 per cent, says 
United Business Service, Boston. 

The gains are predicted chiefly in 
industrial traffic, hardest hit by the 
late but not lamented recession. Rec- 
ord harvests in 1958 gave grain- 
carrying roads an extra lift not ex- 
pected to be repeated. 


Good 48-Cent Dollar? 


AT Last, Americans are beginning 
to wake up to the problem of infla- 
tion, but it will be squarely up to 
them if today’s “48-cent dollar” is 
not to become something worse than 
that, says Dr. E. Sherman Adams, 
deputy manager in charge of the 
American Bankers Association’s de- 
partment of monetary policy and 
economic policy commission. 

With the most virulent inflationary 
factors working in the Federal Gov- 
ernment’s financial operations and 
the wage-cost-price spiral, “we must 
investigate, educate and agitate”’— 
and coordinate, Dr. Adams told the 
New Haven Chapter of the American 
Institute of Banking. 


Plant Investment Is Key 


PRODUCTION and _ employment 
could approach capacity in the next 
year provided investment in plant 
and equipment shows a strong re- 
vival, says The Chase Manhattan 
Bank, noting rising inventories. 

Meeting the credit needs of an 
expanding economy will present 
difficult but not insoluble problems, 
say the bank’s economists. 
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ON THE 


Personal Side 





Cuar_es N. WursTEIsEN has been 
named president and treasurer, Dam- 
eron Pierson Company, Ltd., of New 
Orleans and Baton Rouge, La. Mr. 
Wursteisen has been with his com- 
pany since 1916 except 14 months in 
France with the armed forces in 
World War I. On his return he ad- 
vanced progressively from auditor 
to secretary-treasurer, to vice presi- 
dent and secretary-treasurer. He is 
past vice president and director New 
Orleans Credit Men’s Association, 
member Royal Order of Zebras and 
National Institute of Credit, past 
president National Office Manage- 
ment Association, New Orleans 
chapter. 


Joun O. NIcKLIs, secretary and 
treasurer, has been advanced to vice 
president for finance, Pitney-Bowes, 
Inc., Stamford, Conn. Mr. Nicklis 
went with the company 14 years ago 
as an accountant, was appointed 
treasurer in 1952, secretary in 1956. 
CFM readers will recall Mr. Nicklis’ 
article in the March 1956 issue “Five- 
Stepped Profit Improvement Program 
Adds 29 Per Cent to Company’s In- 
come before Taxes.” 

Charles P. Collins, assistant gen- 
eral counsel, steps up to secretary 
and associate general counsel. Ed- 
ward V. McDonough, controller, be- 
comes treasurer of the company, and 
John H. Flachsbart, assistant to the 
treasurer, succeeds Mr. McDonough 
in the controller’s post. 


Evan B. ScuiLtz has been named 
credit manager, The Hoover Com- 
pany, North Canton, Ohio, to suc- 
ceed E. F. Marlowe, who has retired 
after 33 years with the company. 
Born and educated in North Canton, 
Mr. Schiltz began with the company 
in 1936 upon graduation from Mount 
Union College, Alliance (Ohio). He 
was assigned to the credit department 
in 1947, became assistant credit 
manager in 1948. He holds the Ex- 
ecutive Award of NACM Graduate 
School of Credit and Financial Man- 
agement, Dartmouth °57. 

Mr. Marlowe, like Mr. Schiltz a 


graduate of Mount Union College, 
began his credit career in 1920 with 
The Miller Rubber Company, Akron. 
One year after going with The Hoover 
company he was appointed assistant 
credit manager, advancing to credit 
manager in 1947. Mr. Marlowe has 
given long service to the credit pro- 
fession: in the Canton Association of 
Credit Management he has served 
as secretary, vice president, presi- 
dent (1951-52), and as director 
since, with particular attention to 
educational programs. At Akron 
University he has been cochairman 
of a credit and collection course. He 
also served as member of the Major 
Appliance Manufacturers Credit 
Group, Chicago. 


W. G. Mertens, district credit 
manager, has been advanced to 
southwest area credit manager of 
Armour & Company, with headquar- 
ters at Fort Worth. In addition to 
Kansas City and Oklahoma districts, 
Ir. Mertens continues direct super- 
vision of the Fort Worth credit di- 
vision. In the Fort Worth Associa- 
tion of Credit Men he has served 
as board member. 


THomas D. McELroy has been 
appointed assistant general credit 
manager, The National Supply Com- 
pany, Pittsburgh. He continues his 
duties as division credit manager for 
the tubular division. Holder of the 
Executive Award, NACM Graduate 
School of Credit and Financial Man- 
agement, Dartmouth (1957), Mr. 
McElroy began his career with Na- 
tional Supply in 1932, serving in 
Pittsburgh, Philadelphia and Spring- 
field (Ohio). He is membership 
chairman, The Credit Association of 
Western Pennsylvania. 


IRvIN ZIMET is executive assistant 
to the president, Victoreen Instru- 
ment Company, Cleveland. Mr. Zimet 
for several years had been secretary- 
manager of the Toledo Association 
of Credit Men prior to his resigna- 
tion in 1956 to become president and 
general manager of Central Distribut- 
ing Company. 
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C. N. WURSTEISEN E. B. SCHILTZ 


W. G. MERTENS 


OR 








T. D. McELROY H. J. SCHLEGEL 


Henry J. SCHLEGEL, formerly col- 
lections manager, has been advanced 
to credit manager, Mine Safety Ap- 
pliances Company, Pittsburgh, to 
succeed James J. Toohey, retired. 
Mr. Schlegel began with MSA in 
1949 as assistant credit manager, 
working primarily on mining ac- 
counts. He holds the Executive 
Award, NACM Graduate School of 
Credit and Financial Management, 
Dartmouth 1954. 


Joun J. Hayes, who retired as 
treasury manager, Pacific Coast 
region, Westinghouse Electric Cor- 
poration, now heads the new San 
Francisco office of Craig, Dunmire & 
Associates, consulting management 
engineers. 


DonaLp C. HALLaAm has become 
assistant to the president, McCormick 
& Company, Inc., Baltimore, Md. He 
is initially assigned to special duties 
in the company’s financial division 
headed by W. Ernest Issel, vice pres- 
ident for finance. Mr. Hallam form- 
erly. had been administrative and 
financial executive of Farmer Broth- 
ers, Los Angeles. 
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W. R. Grace & Company, Davison 
Chemical Div., Baltimore has named 
the following controllers for its three 
operating units, with full responsibil- 
ity for financial and accounting 
activities: A. H. HANSSEN, JR., mixed 
fertilizer division; JoHn L. DowELt, 
chemicals division; Epcar L. Lin- 
THICUM, JR., agricultural chemicals 
division. 

Mr. Hanssen, with Davison since 
1937, organized credit and collection 
departments and functioned as gen- 
eral credit manager. In the Baltimore 
Association of Credit Men he has 
served on several committees. Mr. 
Dowell has been with Davison since 
1934 in financial, accounting and 
management positions. Mr. Lin- 
thicum has been manager of internal 
auditing. 

























WituiaM J. Ryan has been named 
vice president, Schick Incorporated, 
Lancaster, Pa. He continues his re- 
sponsibilities as secretary and treas- 
urer. Mr. Ryan began with Schick in 
1938 and has been secretary and 
treasurer since 1950. 







Wittarp J. Davis, formerly as- 
sistant treasurer and budget director, 
has been named treasurer, Archer- 
Daniels-Midland Company, Minne- 
apolis, to succeed Sims S. Adair, re- 
tired. Mr. Davis went with the com- 
pany in 1942 from the Minnesota 
state income tax division, where he 
had served as examiner, supervisor 
and assistant director. 




















Harotp T. Rappe has become 
treasurer and director of finance, 
Sealright-Oswego Falls Corporation, 
Fulton, N. Y. Prior associations were 
as controller, American Seal-Kap 
Corporation of Delaware, New York 
City, and assistant treasurer, Euclid 
Road Machinery Company of Cleve- 
land, subsidiary of General Motors. 













JessE L. Krerer has become com- 
mercial credit manager, Raytheon 
Manufacturing Company, a newly 
eated post in the Waltham, Mass., 
lectronic company’s commercial 
Mroduct divisions. Mr. Kiefer had 
teen with Artophone Corporation, St. 
Louis, as general credit manager and 
assistant to the treasurer. 





















Roy R. Lott has advanced from 
aff credit manager to general credit 
manager, B. F. Goodrich Industrial 






th- 











Products Company, div. of B. F. 
Goodrich Company, Akron. Begin- 
ning as a production worker in 1926, 
Mr. Lott went into credit in 1929 and 
has held credit positions in the field 
and in Akron. 

CHARLES E. STONEBRAKER, mana- 
ger sales and commercial account- 
ing, succeeds Mr. Lott as staff credit 
manager of the Industrial Products 
division. 


Anprew L. Love, controller since 
1957, has been named vice president 
and controller, The Western Union 
Telegraph Company, New York. 





















W. J. RYAN W. J. DAVIS 





J. L. KIEFER H. T. RAPPE 


JosepH A. ZELLER has been ap- 
pointed head of new business develop- 
ment for the factoring division, James 
Talcott, Inc., New York. He went 
with Talcott in 1955 from Brand & 
Oppenheimer, of which he had been 
credit manager and a director for 
ten years. 


Ray R. SERENBETZ has become 
controller, Remington Rand _ Inter- 
national Division, Sperry Rand Cor- 
poration, New York. His duties 
include responsibility for controllers 
and their staffs in 48 subsidiaries in 
31 countries plus a headquarters staff 
in New York. Mr. Serenbetz is past 
president of National Association of 
Business Budgeting. 


Witutiam J. Sincvair has _ been 
named credit manager central divi- 
sion, National Can Corporation, at 
Chicago. He had been assistant secre- 
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tary and assistant treasurer, in charge 
of credits, at deMert & Dougherty, 
Inc. National Can recently division- 
alized geographically to place respon- 
sibility closer to the customer. 


A. H. GaLLoway, vice president, 
formerly treasurer, has been named 
chief financial officer of R. J. Rey- 
nolds Tobacco Company. All depart- 
ments concerned with treasurer, con- 
troller and accounting functions will 
report to Mr. Galloway. Epwarp C. 
PETERSON has been advanced from 
assistant treasurer to treasurer. 


In appointments at The First Penn- 
sylvania Banking & Trust Company, 
Philadelphia, HENry S. Faus has 
been named vice president and 
THomas B. PERKINS assistant vice 
president. 








Epmunp W. Pucu, JR. is now vice 
president-finance, Columbia Broad- 
casting System, Inc., New York City. 
He was treasurer and chief financial 
officer of The Coca-Cola Company. 


At Marine Trust Company of West- 
ern New York, Buffalo, WARREN A. 
Yox has advanced from assistant vice 
president to vice president, and 
RosBert J. A. IRwIn, Jr., has become 
investment management officer. Mr. 
Yox, a past president of the Credit 
Men’s Association of Western New 
York, has been with the bank and 
affliated organizations since 1923. 
He had served in the commercial 
banking department until 1931 when 
he entered the credit department. 


PETER V. CERAR has become di- 
rector of sales, Daco Instrument 
Company, Brooklyn, N.Y. In the Na- 
tional Institute of Credit, New York 
Chapter, Mr. Cerar served as treas- 
urer 1939-40, as secretary 1940-41, 
and as vice president for two years 
following. 


R. H. MELonE has been named 
general credit manager, Electric Au- 
to-Lite Company, Toledo. A_ past 
president and executive secretary of 
the Toledo Association of Credit 
Men, Mr. Melone began with Elec- 
tric Auto-Lite in 1948 and he has 
served as manager of credits for the 
export division in New York and 
as credit manager for domestic di- 
visions. 

THomas McMauon has been nam- 
ed assistant credit manager of the 
company. 
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CHARLES N. WuRSTEISEN has been 
named president and treasurer, Dam- 
eron Pierson Company, Ltd., of New 
Orleans and Baton Rouge, La. Mr. 
Wursteisen has been with his com- 
pany since 1916 except 14 months in 
France with the armed forces in 
World War I. On his return he ad- 
vanced progressively from auditor 
to secretary-treasurer, to vice presi- 
dent and secretary-treasurer. He is 
past vice president and director New 
Orleans Credit Men’s Association, 
member Royal Order of Zebras and 
National Institute of Credit, past 
president National Office Manage- 
ment Association, New Orleans 
chapter. 


Joun O. NickLis, secretary and 
treasurer, has been advanced to vice 
president for finance, Pitney-Bowes, 
Inc., Stamford, Conn. Mr. Nicklis 
went with the company 14 years ago 
as an accountant, was appointed 
treasurer in 1952, secretary in 1956. 
CFM readers will recall Mr. Nicklis’ 
article in the March 1956 issue “Five- 
Stepped Profit Improvement Program 
Adds 29 Per Cent to Company’s In- 
come before Taxes.” 

Charles P. Collins, assistant gen- 
eral counsel, steps up to secretary 
and associate general counsel. Ed- 
ward V. McDonough, controller, be- 
comes treasurer of the company, and 
John H. Flachsbart, assistant to the 
treasurer, succeeds Mr. McDonough 
in the controller’s post. 


Evan B. Scuittz has been named 
credit manager, The Hoover Com- 
pany, North Canton, Ohio, to suc- 
ceed E. F. Marlowe, who has retired 
after 33 years with the company. 
Born and educated in North Canton, 
Mr. Schiltz began with the company 
in 1936 upon graduation from Mount 
Union College, Alliance (Ohio). He 
was assigned to the credit department 
in 1947, became assistant credit 
manager in 1948. He holds the Ex- 
ecutive Award of NACM Graduate 
School of Credit and Financial Man- 
agement, Dartmouth 757. 

Mr. Marlowe, like Mr. Schiltz a 


graduate of Mount Union College, 
began his credit career in 1920 with 
The Miller Rubber Company, Akron. 
One year after going with The Hoover 
company he was appointed assistant 
credit manager, advancing to credit 
manager in 1947. Mr. Marlowe has 
given long service to the credit pro- 
fession: in the Canton Association of 
Credit Management he has served 
as secretary, vice president, presi- 
dent (1951-52), and as director 
since, with particular attention to 
educational programs. At Akron 
University he has been cochairman 
of a credit and collection course. He 
also served as member of the Major 
Appliance Manufacturers Credit 
Group, Chicago. 


W. G. Mertens, district credit 
manager, has been advanced to 
southwest area credit manager of 
Armour & Company, with headquar- 
ters at Fort Worth. In addition to 
Kansas City and Oklahoma districts, 
Mr. Mertens continues direct super- 
vision of the Fort Worth credit di- 
vision. In the Fort Worth Associa- 
tion of Credit Men he has served 
as board member. 


Tuomas D. McE.roy has been 
appointed assistant general credit 
manager, The National Supply Com- 
pany, Pittsburgh. He continues his 
duties as division credit manager for 
the tubular division. Holder of the 
Executive Award, NACM Graduate 
School of Credit and Financial Man- 
agement, Dartmouth (1957), Mr. 
McElroy began his career with Na- 
tional Supply in 1932, serving in 
Pittsburgh, Philadelphia and Spring- 
field (Ohio). He is membership 
chairman, The Credit Association of 
Western Pennsylvania. 


IRvIN ZIMET is executive assistant 
to the president, Victoreen Instru- 
ment Company, Cleveland. Mr. Zimet 
for several years had been secretary- 
manager of the Toledo Association 
of Credit Men prior to his resigna- 
tion in 1956 to become president and 
general manager of Central Distribut- 
ing Company. 
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E. B. SCHILTZ 


C. N. WURSTEISEN 





W. G. MERTENS J. O. NICKLIS 





T. D. McELROY H. J. SCHLEGEL 


Henry J. SCHLEGEL, formerly col- 
lections manager, has been advanced 
to credit manager, Mine Safety Ap- 
pliances Company, Pittsburgh, to 
succeed James J. Toohey, retired. 
Mr. Schlegel began with MSA in 
1949 as assistant credit manager, 
working primarily on mining ac- 
counts. He holds the Executive 
Award, NACM Graduate School of 
Credit and Financial Management, 
Dartmouth 1954. 


Joun J. Hayes, who retired as 
treasury manager, Pacific Coast 
region, Westinghouse Electric Cor- 
poration, now heads the new San 
Francisco office of Craig, Dunmire & 
Associates, consulting management 
engineers. 


DonaLp C. HALLAM has become 
assistant to the president, McCormick 
& Company, Inc., Baltimore, Md. He 
is initially assigned to special duties 
in the company’s financial division 
headed by W. Ernest Issel, vice pres- 
ident for finance. Mr. Hallam form- 
erly .had been administrative and 
financial executive of Farmer Broth- 
ers, Los Angeles. 
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W. R. Grace & Company, Davison 
Chemical Div., Baltimore has named 
the following controllers for its three 
operating units, with full responsibil- 
ity for financial and accounting 
activities: A. H. HANSSEN, JR., mixed 
fertilizer division; JoHN L. DowELL, 
chemicals division; Epcar L. Lin- 
THICUM, JR., agricultural chemicals 
division. 

Mr. Hanssen, with Davison since 
1937, organized credit and collection 
departments and functioned as gen- 
eral credit manager. In the Baltimore 
Association of Credit Men he has 
served on several committees. Mr. 
Dowell has been with Davison since 
1934 in financial, accounting and 
management positions. Mr. Lin- 
thicum has been manager of internal 
auditing. 


WituiaM J. Ryan has been named 
vice president, Schick Incorporated, 
Lancaster, Pa. He continues his re- 
sponsibilities as secretary and treas- 
urer. Mr. Ryan began with Schick in 
1938 and has been secretary and 
treasurer since 1950. 


Witiarp J. Davis, formerly as- 
sistant treasurer and budget director, 
has been named treasurer, Archer- 
Daniels-Midland Company, Minne- 
apolis, to succeed Sims S. Adair, re- 
tired. Mr. Davis went with the com- 
pany in 1942 from the Minnesota 
state income tax division, where he 
had served as examiner, supervisor 
and assistant director. 


Harotp T. Rappe has become 
treasurer and director of finance, 
Sealright-Oswego Falls Corporation, 
Fulton, N. Y. Prior associations were 
as controller, American Seal-Kap 
Corporation of Delaware, New York 
City, and assistant treasurer, Euclid 
Road Machinery Company of Cleve- 
land, subsidiary of General Motors. 


Jesse L. KiEFER has become com- 
mercial credit manager, Raytheon 
Manufacturing Company, a newly 
created post in the Waltham, Mass., 
electronic company’s commercial 
product divisions. Mr. Kiefer had 
been with Artophone Corporation, St. 
Louis, as general credit manager and 
assistant to the treasurer. 


Roy R. Lorr has advanced from 
staff credit manager to general credit 
manager, B. F. Goodrich Industrial 


Products Company, div. of B. F. 
Goodrich Company, Akron. Begin- 
ning as a production worker in 1926, 
Mr. Lott went into credit in 1929 and 
has held credit positions in the field 
and in Akron. 

CHARLES E. STONEBRAKER, mana- 
ger sales and commercial account- 
ing, succeeds Mr. Lott as staff credit 
manager of the Industrial Products 
division. 


Anprew L. Love, controller since 
1957, has been named vice president 
and controller, The Western Union 
Telegraph Company, New York. 


W. J. DAVIS 


W. J. RYAN 





J. L. KIEFER 


H. T. RAPPE 


JosepH A. ZELLER has been ap- 
pointed head of new business develop- 
ment for the factoring division, James 
Talcott, Inc., New York. He went 
with Talcott in 1955 from Brand & 
Oppenheimer, of which he had been 
credit manager and a director for 
ten years. 


Ray R. SERENBETZ has become 
controller, Remington Rand _ Inter- 
national Division, Sperry Rand Cor- 
poration, New York. His duties 
include responsibility for controllers 
and. their staffs in 48 subsidiaries in 
31 countries plus a headquarters staff 
in New York. Mr. Serenbetz is past 
president of National Association of 
Business Budgeting. 


Wituiam J. Sincvair has _ been 
named credit manager central divi- 
sion, National Can Corporation, at 
Chicago. He had been assistant secre- 


tary and assistant treasurer, in charge 
of credits, at deMert & Dougherty, 
Inc. National Can recently division- 
alized geographically to place respon- 
sibility closer to the customer. 


A. H. GaLtoway, vice president, 
formerly treasurer, has been named 
chief financial officer of R. J. Rey- 
nolds Tobacco Company. All depart- 
ments concerned with treasurer, con- 
troller and accounting functions will 
report to Mr. Galloway. Epwarp C. 
PETERSON has been advanced from 
assistant treasurer to treasurer. 


In appointments at The First Penn- 
sylvania Banking & Trust Company, 
Philadelphia, Henry S. Faus has 
been named vice president and 
THomAs B. PERKINS assistant vice 
president. 


Epmunp W. Puc, JR. is now vice 
president-finance, Columbia Broad- 
casting System, Inc., New York City. 
He was treasurer and chief financial 
officer of The Coca-Cola Company. 


At Marine Trust Company of West- 
ern New York, Buffalo, WARREN A. 
Yox has advanced from assistant vice 
president to vice president, and 
Rosert J. A. Irwin, Jr., has become 
investment management officer. Mr. 
Yox, a past president of the Credit 
Men’s Association of Western New 
York, has been with the bank and 
affliated organizations since 1923. 
He had served in the commercial 
banking department until 1931 when 
he entered the credit department. 


PETER V. CERAR has become di- 
rector of sales, Daco Instrument 
Company, Brooklyn, N.Y. In the Na- 
tional Institute of Credit, New York 
Chapter, Mr. Cerar served as treas- 
urer 1939-40, as secretary 1940-41, 
and as vice president for two years 
following. 


R. H. MELone has been named 
general credit manager, Electric Au- 
to-Lite Company, Toledo. A_ past 
president and executive secretary of 
the Toledo Association of Credit 
Men, Mr. Melone began with Elec- 
tric Auto-Lite in 1948 and he has 
served as manager of credits for the 
export division in New York and 
as credit manager for domestic di- 
visions. 

THomas McManon has been nam- 
ed assistant credit manager of the 
company. 
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Modernizing the Office 


RMR on ee emg 


Nass Equipment Speed Preilanion aeuil adiine Costs 


Handy Microfilmer 


603 For on-the-spot microfilming of 
documents at point of origin and 
use, the FLoFILM 9600 Portable Mic- 
rofilm Camera of Diebold, Inc. en- 
ables clerical savings by eliminating 


daily copying procedures of check 
and order registers, other transcrib- 
ing operations. With machine, cost 
of microfilming is down to 4% cent 
per document, says maker. Features 
include: light weight (under 20 
lbs.) ; choice of three density control 
positions; convenient size—ease with 
which records can be fed in flow is 
illustrated in lower photo; — takes 
material up to 1114” wide; exclusive 
magazine load which permits opera- 
tor to insert film or change film in 
matter of seconds and cannot be in- 
correctly inserted (upper photo). 
Last-named feature makes it possible 
for department or branch office to 
maintain its own integrated micro- 
film magazine record. 


Line-a-Time Typing Aid 

604 Foxtpamatic Line - a - Time 
Copyholder of Remington Rand has 
features which can increase perform- 
ance 20 per cent or more. Device 
permits typist to look straight ahead 


when copying, eliminates neckstrain 
and fatigue caused by side reading. 
Foldamatic handles single sheets, 
notebooks, or large accounting state- 


ments. “Transvue” Line Guide per- 
mits scanning several lines ahead. 
Positioning scales, paper twirl knobs 
are among other features. Unit can 
be tucked into desk at night or fold- 
ed over machine, and is available in 
any of six colors. 


“Dial-a-Drink” 


605 Because the “Bubbelet Model 
A3P” KELvINATOR Water Cooler oc- 
cupies but one 

square foot of of- 

fice space, it is 

especially _suit- 

able for small 

offices, reception 

rooms, service 

stations. In larger 

offices individual 

units can be lo- 

cated at conveni- 

ent places to 

reduce walking. 

Smartly styled 

glacier gray cabinet has stainless 
steel top, “Dial-a-Drink” Bubbler. 
This unit serves three gallons per 
hour of cool refreshing drinking 
water. 


This Department will welcome 
opportunities to serve you by 
contacting manufacturers or 
wholesalers for further infor- 
mation regarding products de- 
scribed herein. Please address 
MODERNIZING, Credit & Finan- 
cial Management, 229 Park Av. 
So., New York 3. 
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Speed Plate Sorting 


606 For ease and speed of man- 
ual sorting of Speedaumat address 
plates, the QuicK-SorTER device of 
Addressing Machine Company pro- 
vides a series of racks and com- 
partments in an easel-like panel, on 
which plates may be sorted into as 
many as 64 categories, alphabetical- 
ly, geographically or in any classifi- 
cation desired. Partitions are remov- 
able and can be indexed and set for 
any sorting job. Both the 26- and 
64-partition models include stand, 
special trays, printed index cards. 


IDP Accounting Unit 


607 SyncHro-MonroE PRESIDENT, 
adaptable data processing machine 
of Monroe Calculating Machine 
Company, simultaneously punches 
tape or cards as byproduct of regu- 
lar accounting jobs such as payroll, 
accounts receivable, stock record, 
general ledger. For offices which do 
not yet have an integrated data proc- 
essing (IDP) system, the “Presi- 
dent” can function as a regular book- 
keeping machine; conversion to IDP 
is effected by merely attaching con- 
trol chassis and punch. 












T HE flood of requests from 


mainland manufacturers for 

names of companies in Hawaii 
as potential distributors of their 
products has brought a significant 
increase of credit dealings in the 
50th state of the Union. 

And the Hawaii Association of 
Credit Management and the Credit 
Bureau of Hawaii are proving that 
they are well equipped to handle the 
new business. 

That preparedness and the recog- 
nition of the important roles of 
credit sales and credit men and 
women were told to the world in the 
pre-statehood celebration of the Sec- 
ond Annual Credit Week. Jointly 
sponsored by the Hawaii Association 
of Credit Management, the Honolulu 
Retail Credit Association and the 
Credit Women’s Breakfast Club, the 
event had the wholehearted support 
of the business community, the news- 
papers, Hawaii's clubs and service or- 
ganizations. Businesses showed their 
interest with window displays and in 
advertising copy. Many included in- 
stitutional inserts on credit with their 
monthly statements. 


Governor William F. Quinn de- 
clared in a proclamation: 

























“Once again the people ... are 
reminded of the benefits of greater 
productivity and our expanding econ- 
omy made possible through the proper 
use of credit facilities. 

“Credit cannot be properly extended 
without honest and sincere cooperation 
between buyers and sellers. Any means 
that can be utilized to further such 
cooperation will surely benefit all of 
the people.” 
















Statehood brought enthusiastic op- 

















R. W. CHATTERTON 


J. A. BURNS 





Hawaii's Credit Week Observance Paves Way 
For Flood of Business Setups in 50th State 


HAWAII’s Governor William F, Quinn (center) with Alvin A. Smith (left), secre- 


tary Hawaii Association of Credit Management and general manager Credit Bureau 
of Hawaii, and Leslie L. Thomas, association president. 


timism into practically all phases of 
Hawaiian life, said Robert W. Chat- 
terton, vice president, Bishop Na- 
tional Bank of Hawaii and past 
president of the association, which 
has its headquarters in Honolulu and 
branches in several of the islands. 


Tourist Business First to Rise 


“The most immediate result has 
been a notable increase in tourist 
business,” first benefiting the steam- 
ship and airline companies and 
spreading through all allied services, 
Mr. Chatterton pointed out. He added 
that many predict the $80 million 
annual tourist business of recent 
years will soon excel the sugar and 
pineapple industries as a source of 
income. 

“To supply the facilities will take 
large amounts of capital. It is certain 
that a great deal of investor capital 
will have to come from the main- 
land.” 

Besides the rush of inquiries for 
distributor tieups has come increased 
interest in Island stocks and a pro- 
nounced rise in trading involving 
mainlanders. 

“As long as supply and demand 
move along in_ roughly parallel 
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lines,” Mr. Chatterton said, “there is 
no need for policy changes regard- 
ing credit. At this stage there has 
been no need for changes in Hawaii.” 

Alvin A. Smith, general manager 
Credit Bureau of Hawaii and secre- 
tary Hawaii Association of Credit 
Management, declared that from the 
credit and collection standpoints all 
business in Hawaii should prosper as 
a result of statehood, achieved after 
years of groundwork and the devo- 
tion to the cause evinced by John A. 
Burns, who was the latest delegate to 
the Congress. 

“More businesses should have 
branches in the Islands, more enter- 
prises should trade in the Islands,” 
declared Mr. Smith. “More people 
and businesses on the mainland will 
be aware of the Islands’ products 
and services as a result of the tre- 
mendous publicity on statehood.” 


Morley Theaker Keynoter 


Credit Week, under the general 
chairmanship of George H. Brock, 
credit manager of Honolulu Con- 
struction and Draying Co., was a 
most successful testimonial to the 
services of the credit organizations 
of Hawaii, reported committeeman 
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Donald I. Sroat, secretary of Hono- 
lulu Electrical Products Co., Ltd., 
past National director and past presi- 
dent of the Hawaii association. 

The event upened with a banquet 
at Henry Kaiser’s Hawaiian Village 
Long House, 206 attending. Morley 
Theaker, general manager, Sears, 
Roebuck & Co., was keynoter. “His 
message on ‘Hawaii, Unlimited, 
through Credit Sales’, was one of 
the most stimulating our Hawaii 
credit fraternity has received”, Mr. 
Sroat wrote. 

Reviewing the expansion of Sears’ 
credit sales from less than 5 per cent 
of total sales in 1928 to 40 per cent 
($4 billions) in 1959, Mr. Theaker 
urged company managers present to 
delegate complete credit authority 
to their credit departments and ad- 
vised credit executives to exercise pa- 
tience and thoroughness in getting 
full information on credit applicants, 
because an applicant turned down is 
seldom recaptured as a customer. 


Thomas and Brock Speak 


Brief talks were given by Leslie 
Thomas, president of the Hawaii As- 
sociation, and vice president Brock, 
who quoted E. B. Moran, NACM 
executive vice president, as his in- 
spiration in organizing the Week: 
“Every great and commanding event 
in the annals of the world is the 
triumph of enthusiasm. Nothing 
great was ever achieved without it.” 

Assisting Mr. Brock were Calvert 
Chipchase, treasurer Bonding and 
Insurance Agency, publicity; Ed- 
ward Alexander, credit manager, 
Honolulu Star Bulletin; George Mc- 
Gregor, credit manager Standard Oil 
Co., educational; Miss L. Doris 
Bond; Vergne Tanner, credit man- 
ager Von Hamm-Young Co., advi- 
sory; and Mr. Sroat. 

Credit facilities in Hawaii are 
unique, comprehensive and economi- 


MORLEY L. THEAKER, general man- 
ager, Sears, Roebuck & Co., was the 
keynoter at the 50th State Credit 
Week Banquet. 


cal. The Hawaii Association of 
Credit Management has a contractual 
office and secretary tie-in with the 
Credit Bureau of Hawaii. In one effi- 
cient package the arrangement pro- 
vides the members with credit infor- 
mation on companies and individuals, 
Credit Interchange reports, Industry 
Group meetings, adjustment service. 
The association, without fixed over- 
head or investment, has available the 
Credit Bureau’s physical plant and 
equipment. 

The modern print shop consists of 
two 1250 Multiliths, a spirit dupli- 
cator, folding machine, electric 
stapler, Addressograph,  collator, 
Pitney-Bowes mailing equipment. 
The accounting department has three 
National Cash Register machines, one 
a cycle biller. A PABX telephone 
substation assures fast communica- 
tion, as does teletype service between 


the branches in Hilo, Hawaii and 
Wailuku, Maui. There are three pri. 
vate conference rooms. A retained 
attorney has office space within the 
Credit Bureau area. 

Mr. Smith, as Bureau manager 
and Association secretary, has a staff 
of almost 100 in their Honolulu, 
Wailuku, Maui, and Hilo, Hawaii 
offices. He is constantly working on 
credit educational programs, Credit 
Week promotion, credit legislation 
and recognition of credit executives 
as key members of their companies’ 
managements. 


Edwards Given First Honorary 
Executive Award at Stanford 


B. F. Edwards, Jr., vice president 
of Bank of America NT&SA, San 
Francisco, received the first Honor. 
ary Executive Award of the Gradu- 
ate School of Credit and Financial 
Management, at the graduation ex- 
ercises at Stanford University. 

Mr. Edwards, elected president of 
Credit Research Foundation, Inc., at 
the 63rd annual convention of the 
National Association of Credit Man- 
agement at Dallas in May, was grad- 
uation speaker. (Details in next 
issue ) 


Southern California Names 
Fraud Prevention Committee 


J. R. Gramont, regional credit 
manager of Standard Oil Company 
of California, Los Angeles, has been 
named chairman of the Fraud Pre- 
vention Committee, Credit Managers 
Association of Southern California. 
Members of the committee are: E. 
F. Gueble, The Garrett Corporation, 
who was the 1958-59 president; 
L. H. Stacy, Grinnell Company of 
the Pacific, a director of National; 
Frank R. Dansby, Union Bank; 6. 
W. Sites, The Times-Mirror Com- 
pany, vice president of the NACM 
western division. 


OFFICES of the Credit Bureau of Hawaii and the Hawaii Association of Credit Management. 
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GREETING Albert Pauly (right), credit manager, Samuel Cabot, Inc. Boston, 
on his accession to the presidency of the New England Association of Credit 
Executives, Inc., is the outgoing president, Raymond P. Coyle, credit manager, 


Hub Distributors, Inc. 


Workshop Program Expands for 1959-60; 


First Will Be in Cincinnati Sept. 10-11 


DDITIONAL Credit Manage- 

ment Workshops will be avail- 
able in 1959-60 to credit and finan- 
cial executives throughout the United 
States and in Canada. 

The first Workshop this fall will 
be in Cincinnati September 10-11, 
at the Cincinnati Club. The two-day 
session will feature “Customer Coun- 
seling.” Four outstanding discussion 
leaders have been engaged: Dr. 
Woodrow W. Strickler, executive 
vice president, University of Louis- 
ville; James K. Lewis, vice presi- 
dent, Central Trust Company, Cin- 
cinnati; Dr. Robert A. Love, direc- 
tor, evening and extension division, 
Bernard M. Baruch School of Busi- 
ness Administration, City College of 
New York; and Paul E. George, 
assistant to the president, Colum- 


bian Rope Co., Auburn, N.Y. 


New York Workshop Sept. 17-18 


The second annual New York 
Credit Management Workshop will 
be held at the Advertising Club in 
New York City September 17-18. 
The topic, “People — Your Partners 
in Progress,” will have as discussion 
leaders William G- Sharwell, per- 
sonnel research supervisor, American 
Telephone & Telegraph Co., New 
York; Dr. Love; Charles F. Bound, 


Vice president, Morgan-Guaranty 


Trust Co., 
George. 

A Workshop for the Pacific North- 
west has been arranged, in the 
Seattle area October 7-8. 

Many executives in the Northeast 
may plan to attend the Workshop 
in Toronto, Ont., November 22-24. 

For NACM members in the West- 
ern Division there will be the sixth 
annual California Credit Manage- 
ment Workshop, at the Santa Bar- 
bara-Biltmore hotel, Santa Barbara, 
January 21-23, 1960. 

Credit Management Workshops 
are designed to give busy executives 
an opportunity to present mutual 
problems of administration around 
a conference table. Working in small 
groups under skilled leaders, the 
executives exchange ideas, pool in- 
formation, and think aloud about 
management improvement. 

The semi-seclusion of a Work- 
shop setting encourages participa- 
tion ‘in serious discussion — often 
confidential. Participants in previous 
Workshops emphasize the wealth of 
ideas obtained. The programs are 
pinpointed for general and regional 
credit managers of large corpora- 
tions, financial executives, members 
of the Credit Research Foundation, 
alumni and students of the Graduate 
School of Credit and Financial 


New York; and Mr. 
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Management, and others interested 
in subjects at the policy-making 
level. 

Most Workshops are held in large 
cities, where many of the executives 
have home offices and customers 
they can plan to visit. 

Costs are held to a minimum. 
Brochures for each Workshop are 
had by writing the Managing Di- 
rector, Credit Research Foundation, 
Inc., 229 Park Av. So., New York 
S NY. 


Hoskins and Roper Address 
Louisville “U” Credit Clinic 


Robert L. Roper, NACM legisla- 
tive director and assistant secretary, 
and Chapin Hoskins, chairman of 
trustees, Institute of Trend Research, 
Hopkinton, N.H., member of fac- 
ulty of NACM’S Graduate School at 
Dartmouth, were among the speak- 
ers in a four-session course on credit 
problems, under the sponsorship of 
the University College of the Univer- 
sity of Louisville, the Louisville 
Credit Men’s Association and the 
Credit Women’s Group. 

Mr. Roper discussed recent legis- 
lation and how it might affect credit 
decisions. Mr. Hoskins spoke on busi- 
ness trends in relation to credit op- 
eration. 

Other programed speakers were 
Thomas Murphy, general credit man- 
ager, The Pillsbury Company, on 
“How Can the Credit Executive In- 
crease His Customers’ Profits?”, and 
Valdemar Bertelsen, assistant vice 
president, First National Bank, Cin- 
cinnati, on use of credit as a sales 
tool. 


Purchasing Power ’59 v. ’39 


To break even in purchasing power, 
the $5,000-a-year man of 1939 must 
earn $12,113 today, the National In- 
dustrial Conference Board argues in 
“Road Maps of Industry.” 


PERSONNEL MART 


Secretary-Manager Wanted 


EXECUTIVE SECRETARY-MANAGER need- 
ed for class A association in large 
industrial midwest city. Excellent op- 
portunity for dynamic, aggressive 
man. Association experience prefer- 
able but not essential. Send complete 
resume, recent photo, and salary 


expected, to CFM Box 3476. 















FIRST SCHOOL ever held by the NACM Carolinas Unit Inc. proved an outstanding success. All 13 students achieved pass- 


ing grades—five in the 90s, one almost a perfect mark. A. D. Leopold, regional credit manager, The Atlantic Refining 
Company, was instructor. In the picture are: 


SEATED (L to R): J. W. Thomas, Jr., Mill Power Supply Co.; T. L. Chamouris, The Pure Oil Co.; D. C. Foye, Package Products Co., Inc.; M. L. Mitchell, 

. D. George, Esso; Tom Jordan, Celanese Corp. of America. STANDING: J. W. Zimmerman, Caskie Paper 
o.; GS. H. Woodfin, Concrete Supply & Concrete Materials, Inc.; A 
The Atlantic Refining Co.; P. F. Taylor, Piedmont Natural Gas Co. 


assn. secretary manager; L. W. Otterbourg, Esso; E 


. B. Baker, Esso; Norman Sease, Esso; Mr. Leopold; Gene Troutman, Esso; J. P. Holman, 


The course, on credit and collection principles and practices, and sponsored by the National Institute of Credit, NACM, 
was conducted at Queens College Evening School. Additional courses suggested for the next school term include commer- 
cial law, letter writing and public speaking. 


Office Planning Seminar 
Features 14 Specialists 


Problems and solutions in moving 
or renovating the office were subjects 
of a four-day seminar for Wall Street 
executives, in which 14 specialists 
participated in New York. Approach 
to the problems in terms of “build- 
ing block” units such as light, sound, 
color, wood, steel, space, methods, 
gave direction to the sessions which 
were presided over by William Har- 
ris, of Office Design, Inc. “Planning 
ahead with a purpose” results in 
more efficient layout, lower expendi- 
tures, keynoted Mr. Harris, whose 
company integrates all essential units 
for specific office projects. 

The fact that a move is usually the 
responsibility of the operations part- 
ner, controller or office manager led 
to the seminar idea, and the Wall 
Street area was selected for the first 
seminar by the sponsor, Office De- 
sign, Inc., because of the many com- 
panies there now moving into new 
buildings or expanding present fa- 
cilities. 

“An ideal time to review the of- 
fice data processing system for im- 
provements is when moving or reno- 
vating,” a representative of the Na- 
tional Machine Accountants Associa- 
tion pointed out. In connection with 
punched card or computer installa- 


“ 


tions, the first step to consider is “a 


review of current procedures” in 
which “the necessity of each item is 
questioned, workflow is planned to 
prevent overlapping and for greater 
efficiency and control,” noted the 
Remington Rand representative. Site 
preparation, sound, light, color con- 
ditioning, power, work areas, service 
and storage areas must be planned. 
How records and equipment will be 
moved out of the old into new quar- 
ters is a factor sometimes overlook- 
ed. “Many companies forget to in- 
ventory what they have, resulting in 
much confusion,” he said. 

“The psychological use of color” 
has become a significant factor in the 
office. Cited by Miss Augusta K. 
Gassner, of the American Institute of 
Decorators, was the use of color to 
distinguish separate operating units 
in the offices of a prominent, old- 
time Wall Street investment house 
and the bank in California which has 
installed colored telephones. 

Remington Rand’s representative, 
in association with representatives of 
the Bell System and Western Union 





By the time a person gets 
to the point where he 
doesn’t have to keep track 
of his money, he has to 
start counting calories. 
—Changing Times 
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Telegraph Company, discussed com- 
munications factors in connection 
with moving, particularly as they af- 
fect data processing equipment. 

Quantity and quality of light, poor 
versus good acoustics, modular fur- 
niture units applied to problems of 
space limitation were other topics of 
speakers. Participating in the semi- 
nar were: Hauserman Steel, Reming- 
ton Rand data processing and busi- 
ness systems divisions, Robert John, 
Security Steel, American Institute of 
Decorators, Carpet Institute of Amer- 
ica, Matico Tile, Lightolier, Mid- 
hattan Wood, Munchaussen Acous- 
tics, National Machine Accountants 
Association. 


Gifts to Minors Laws 
Uniform in 47 States 


A total of 47 states plus the Dis- 
trict of Columbia and Hawaii now 
have uniform or “model” laws which 
provide for simplified ways to make 
gifts of securities or other property 
to minor children, according to a sur- 
vey by Commerce Clearing House. 
The 1959 actions of Iowa, Maine, 
New York and Washington in adopt- 
ing the “Uniform Gifts to Minors 
Act,” bring to 37 the number of 
states, plus Hawaii, with statutes al- 
lowing for simplified ways of giving 
either money for investment purposes 
or securities to minors. 
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Credit and Accounting: Twins in Business 


The One Lends and Collects Company Assets; The Other Controls Them 


By J. HERBERT BRYAN 
Secretary-Manager 
N.A.C.M. Mid-South Unit, Inc. 


Memphis, Tennessee 


hand-in-hand in the business 

field, as do the twins Castor 

nies and Pollux in 
th e constellation 
Gemini. 

Credit is the 
means to secure 
economic goods, 
or services, in 
return for a 
promised equiva- 

4 lent that will be 
J. H. BRYAN payable at a fu- 
ture time. The general legal defini- 
tion is the confidence reposed in the 
ability and intention of a purchaser, 
or a borrower, to make payment at 
some future time, either specified or 
indefinite. 

The credit manager, or, to use the 
modern term, manager of credit 
sales, is the principal loan officer of 
his company. It is his responsibility 
to maximize sales volume while mini- 
mizing credit losses. Two _ basic 
forces in business are promotion and 
control. One without the other is 
business suicide. When the credit 
department loans out to its company’s 
customer a certain amount of its 
assets, it assumes the responsibility 
to recover those assets, in accordance 
with the terms of sale and line of 
credit agreed upon with the firm’s 
customers, in accordance with the 
policy of the business or industry. 


(Cies and Accounting go 


The Accounting Function 


Noah Webster defines accounting 
in part as: the body of principles 
underlying the keeping and explan- 
ation of business accounts and the 
inferences that may be drawn from 
bookkeeping records, which will re- 
flect the financial condition and con- 
duct of the business. This con- 
firms the twinship of credit and ac- 
counting in the retail, wholesale, pro- 
fessional and mercantile business 
fields, 

“ach is dependent upon the other. 
With 95 per cent of all sales, 


J. Herbert Bryan, secretary- 
manager, National Association 
of Credit Men, Mid-South Unit, 
is a native of Memphis and ob- 
tained his law degree at South- 
ern University. 

After eight years of earlier 
business experience — railroad, 
Ford Motors, wholesale business 
appliance distributor, retail and 
professional collections — Mr. 
Bryan became Memphis secre- 
tary-manager in 1948. 

Member of the National As- 
sociation of Accountants, he is 
currently a _ director of the 
Memphis chapter. He recently 
addressed the members. 

Among his civic activities: 
past president, secretary, Down- 
town Kiwanis Club, and service 
in the Memphis and Shelby 
County Bar Association. 


retail and wholesale, on credit, one 
should never sell short the dual im- 
portance of the credit and account- 
ing departments of business. The 
national debt, public and private, is 
well over $700 billions; some will 
argue that it approximates $900 
billions. The total assessed valuation 
of personal and real property is about 
$300 billions. With only $32 billions 
of currency in circulation, backed by 
$22 billions in gold, the conclusion 
is elemental that Credit and Account- 
ing are vital to American business. 


Duties Sometimes Combined 


In smaller businesses, it is not un- 
common to see the head of the 
accounting department operating 
also in the role of credit manager. 
Thus the two departments are united 
with an inseparable bond, on com- 
mon ground. One department loans 
out the company assets, collects 
them; the other controls and accounts 
for. those assets, presenting to top 
management a true picture of the 
assets and liabilities of the business, 
regardless of legal composition. Man- 
agement today is more cognizant 
than ever of the importance of the 
two departments. More and more 
the top executives of American busi- 
ness are being drawn from the ac- 
counting, treasury and credit depart- 
ments. 


In larger business firms, the credit 
department loans out certain of its 
firm’s assets and collects them, while 
the accounting department, operating 
as a separate entity, details the re- 
sults and the current condition to 
those to whom it is responsible. 

Accountants know the qualifica- 
tions of good credit executives, and 
wherever possible and proper should 
make recommendations as to credit 
people to be employed. The converse 
is also true, and should be employed 
by the credit manager as regards 
the head of the Accounting Depart- 
ment, with whom he is to work very 
closely. 

The one department cannot survive 
without the other. United they live 
and fulfill their jobs; divided they 
die in the financial chaos generated 
within their own organizations. 


Kickbacks, Employee 
Malpractices at Highs 


The cost of persuasion runs high. 
At least $5 billions will be siphoned 
from the profits of American busi- 
ness in 1959 in the form of kick- 
backs, favors, bribes and payoffs to 
people involved in purchasing, ac- 
cording to Norman Jaspan, president 
of Norman Jaspan Associates, and its 
fact-finding division, Investigations, 
Inc. While unethical practices in this 
area may give businessmen tempo- 
rary benefits, “ultimately both par- 
ties are losers,” he said. 

Internal dishonesty cost American 
business more in 1958 than in any 
other period over the last 25 years, 
the management engineer said, not- 
ing that his company in 1958 alone 
uncovered more than $60 million in 
losses, most of it at the middle man- 
agement and executive levels. He at- 
tributed much of business dishonesty, 
including kickbacks, to the influence 
of management pressures. 


The Factoring Surge 


A half-billion dollar annual volume 
of factoring for James Talcott, Inc., 
by 1970 is envisioned by the corpora- 
tion’s president, Herbert R. Silver- 
man. He cites the 72 per cent increase 
in the past 10 years. 
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CALENDAR OF EVENTS IMPORTANT TO CREDIT 
—————————————e———————eee——eeee————e 


HANoverR, NEw HAMPSHIRE 

August 2-15 

Dartmouth College session of the 
NACM and CRF Graduate School 
of Credit and Financial Manage- 
ment. 


¢ 


CINCINNATI, OHIO 
September 10-11 
NACM Credit Management Work- 


shop 
& 


New York City 

September 17-18 

Second Annual New York Credit 
Management Workshop 


¢ 


Farco, NortH DAKOTA 

September 18-19 

North Central Credit Conference in- 
cluding Minnesota, North Dakota, 
Manitoba 


¢ 


GrRanD Rapips, MICHIGAN 

September 24-25 

Great Lakes Regional Credit Confer- 
ence, including Illinois, Indiana, 
Michigan and Wisconsin 


¢ 


MINNEAPOLIS, MINNESOTA 

September 28-30 

American Petroleum Credit Associa- 
tion’s Annual Convention 


¢ 


Cuicaco, ILLINOIS 

October 4-7 

Annual Fall Conference of Robert 
Morris Associates 


¢ 


SEATTLE, WASHINGTON 
October 7-8 


NACM Credit Management Work- 
shop 


¢ 


Omana, NEBRASKA 

October 14-16 

Tri-State Credit Conference, repre- 
senting lowa, Nebraska and South 
Dakota 


= 


MEMPHIS, TENNESSEE 
October 14-16 
All Southern Credit Conference 


Syracuse, NEw YORK 

October 15-17 

Tri-State Credit Conference, includ- 
ing New York, New Jersey, Eastern 
Pennsylvania, and Maryland 


¢ 


Cuicaco, ILLINOIS 
October 16-17-18 


Midwest Credit Women’s Conference 
£ 


BosTon, MASSACHUSETTS 

October 20-21 

New England District Credit Con- 
ference, including Connecticut, 
Maine, Massachusetts, New Hamp- 
shire, Rhode Island and Vermont. 


¢ 


Quincy, ILLINOIS 

October 21-23 

Quad-State Credit Conference, in- 
cluding Missouri, Kansas, South- 
eastern Iowa and Southern Illinois. 


M. F. MILLER (right), divi- 
sion credit manager of the 
Foremost-Golden State Dairies, 
Los Angeles, formally assumes 
the presidency of the Credit 
Managers Association of South- 
ern California. The gavel is pre- 
sented by the retiring executive, 
E. F. Gueble, corporate credit 
manager, The Garrett Corpora- 
tion. 

Mr. Miller in 1928 had joined 
the company in the accounting 
department. He transferred to 
Credit in 1931, became division 
credit manager in 1937. He re- 
ceived the Executive Award this 
year in NACM’s Graduate School 
at Stanford University. 
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CLEVELAND, OHIO 

October 22-23 

Ohio Valley Regional Credit Confer. 
ence, including Ohio, Weste:n 
Pennsylvania, West Virginia, Ken- 
tucky and Eastern Michigan. 


¢ 


Toronto, ONnT., CANADA 

November 22-24 

NACM Credit Management Work. 
shop 


¢ 


SANTA BARBARA, CALIFORNIA 
January 21-23, 1960 
Sixth Annual California Credit Man- 
agement Workshop 
& 


Daas, TEXAS 

April 20-22, 1960 

Annual Conference of the Southwest 
Petroleum Credit Association 


# 
St. Louis, Missouri 
May 15-19, 1960 
64th Annual Credit Congress 


Deaths 


Wallace E. Rice Dies; Headed 
Cleveland Association in 1934 


Wallace E. Rice, who died recently, 
had been a charter member of The 
Cleveland Association of Credit Men 
and was elected its president in 
1934. He was the first Adjustment 
Bureau Commissioner of the Cleve- 
land unit. At that time he was credit 
manager of Graybar Electric Co. 
“Pop” Rice retired more than 15 
years ago, and lived in Florida be- 
fore moving to New Jersey. 


G. W. Wilkins Headed 


Memphis Association 


George W. Wilkins, of John Deere 
Plow Company, Memphis, who 
passed away recently, had been pres- 
ident of the NACM Mid South Unit 
1939-40 and served as Grand Exal- 
ted Superzeb of the National Corral, 
Royal Order of Zebras. 


Charles C. Martin 
Charles C. Martin, who died re- 


cently in Akron, had been general 
credit manager of The B. F. Good- 
rich Company on retirement in 1957. 
Mr.*Martin studied at Ohio Wesley- 
an and Ohio State universities, and 
joined the company in 1914. 
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‘port Steel Corporation, 
| abundant audience participation. 


Good Months Ahead, Banker 


Tells Cincinnati Conference 


The months ahead promise good 
business, H. Lyman Greer, vice presi- 
dent in charge of investments, The 
Fifth Third Union Trust Company, 
Cincinnati, luncheon speaker, told 
credit executives in Cincinnati for 
the one-day conference of the Cin- 
cinnati Association of Credit Man- 


agement. Mr. Greer based his predic- 


tion on analysis of trends that have 
preceded and followed recessions. 


| William P. Layton, educational di- 
) rector, Credit Research Foundation, 


National Association of Credit Man- 


agement, addressed the conferees on 
| “the challenge of preparing for suc- 
' cessful credit management.” 


“Fundamentals in Review for Suc- 


' cessful Credit Management,” theme of 
' the sixth annual credit conference, 


brought into program consideration 
“communications, special problems 
related to fundamentals, education, 
knowledge of economic structure and 
legal rights,” as part of successful 


' financial management. 


Two Panel Discussions 


Two panels, one in the morning 


}on “Special Credit Factors to Con- 


sider When Selling Shopping Center 
Merchants,” with James K. Lewis, 
vice president, The Central Trust 


» Company, as moderator, and an after- 


noon panel, “Creditor’s Rights in 
Review,” with moderator Charles E. 
Haines, credit manager, Acme-New- 
generated 


“Customized Communications” 
was the title of the talk by Frank Har- 
desty, special consultant, O. M. Scott 
& Sons, Marysville, Ohio, at the morn- 
ing session. An article by Mr. Har- 
desty appeared in the April 1959 is- 
sue of CREDIT AND FINANCIAL MAN- 
AGEMENT. 

Edward Heine, assistant to presi- 
dent, H. A. Seinsheimer Company, 
president of the host association, ex- 
tended greetings to the assemblage 


‘and N. G. Backhus, of Trailmobile, 


Inc., chairman of the Credit Club of 
the Cincinnati association, presided 
at the luncheon meeting. 

Forenoon panelists and the inter- 
ests they represented were: Banking 
—H. L.. Erickson, cashier, The Fifth 
Third Union Trust Company; Real 
Estate—Robert Garfield, Frederick A. 
Schmidt, Inc.; Retailer-—Donald F. 
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Management are (I to r) William Bowman, division credit manager, Kaiser 
Aluminum & Chemical Sales Co., association president; Robert L. Wagner, credit 
manager, The Frank Tea & Spice Co., treasurer; and H. L. Erickson, assistant 
cashier, Fifth Third Union Trust Co., vice president. 


Beebe, controller, Burkhardt’s Men’s 
Store; Credit Manager—Edward 
Heine, H. A. Seinsheimer Company; 
Insurance—Robert T. Galvin, Bark- 
dull & Guckenberger. 

Afternoon panelists and _ their 
topics: Alton C. Banks, attorney, 
“Open Account Rights”; Louis Clum, 
house counsel, Trailmobile, Inc., 
“Secured Sales Rights”; J. Vincent 
Aug, attorney, “Materialman Rights” 
and Lester Seaman, attorney, “In- 
solvency Rights.” William Voss, cred- 
it manager, Jones & Laughlin Steel 
Corporation, Steel Warehouse Divi- 
sion, was conference chairman. 


Scramble for Inventory Could 
Bring “Hangover,” Says Analyst 


An “inventory hangover” could 
result by the end of the year unless 
business conditions improve sufh- 
ciently to persuade labor that now 
is not the time to be “tough,” Eliot 
Janeway, economist and president of 
Janeway Publishing and Research 


Character is not made in 
a crisis—it is only ex- 
hibited. 
—N. A. Rombe 


Corporation, said at the Credit Con- 
gress in Dallas. Mr. Janeway spoke 
on Industry Meetings Day before the 
Group on Iron and Steel, Non-Fer- 
rous Metals and Related Lines. 

Asserting that “unemployment 
still has not fallen enough to justify 
the current scramble for inventory,” 
Mr. Janeway declared: 

“Most intelligent credit men and 
bankers are not lending money to 
people who want to speculate on 
strikes and price increases.” 


Points to 1956 and 1937 


He said that most credit execu- 
tives and purchasing agents remem- 
bered what happened in 1956—the 
year of the previous major inven- 
tory speculation. But, he added, few 
remember what happened in 1937, 
another year of a run-up in inventory 
buying. Then, as in 1956 and 1959, 
everyone expected a major strike 
wave. 

Despite very real and_ serious 
labor troubles, he said, 1937’s in- 
ventory speculation did not pay off, 
and in fact was followed by a 
severe business disappointment, be- 
cause overall business conditions 
were not good enough to soak up 
the heavy inventories which had 
been built up. 
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R. B. MITCHELL ALBERT PAULY 


Sherrer em a eee pe ae 


MRS. ANDERSON J. C. OSBORNE 


R. W. GRIFFIN W. E. STIVERS 


Utility Executive Garners 
Top Honor in Three Fields 


“Power” as a noun denotes his 
company’s product. As a verb it sig- 
nifies the internal drive that has at- 
tained for Russell B. Mitchell, super- 
intendent of credits and collections, 
The Peoples Gas Light & Coke Com- 
pany, Chicago, election as president 
of Chicago-Mid West Credit Manage- 
ment Association for this year; 
earlier election as president of The 
Retail Credit Association of Cook 
County, and in the American Gas 
Association won for him the Order 
of Accounting Merit award. He was 
chairman, Public Utilities Group, for 
the 6lst Credit Congress, in Miami 
Beach. 

Graduate of the Institute for Man- 
agement, Northwestern University, 
Mr. Mitchell began with the utility 
26 years ago. 


Bay Stater 44 years with 
Manufacturing Chemists 


In four decades there is perforce a 
multitude of changes in so dynamic 


a field, and Albert Pauly, office and 
credit manager of Samuel Cabot 
Inc., Boston, has developed along 
with them. Witness: his recent elec- 
tion to presidency of the New Eng- 
land Association of Credit Execu- 
tives, Inc. Early schooling has been 
supplemented with studies in ac- 
counting, commercial law, tax work. 
Under his chairmanship of its mem- 
bership committee 1949-50, the Bos- 
ton unit won the National plaque for 
greatest percentage membership gain 
in its division. 


Woman Heads Minneapolis 
Unit, Second So Honored 


Mrs. Georgie M. Anderson, secre- 
tary-treasurer, Charles W. Stone 
Company and the Stone Company, 
Inc. has been named president of the 
Credit and Financial Management 
Association of Minneapolis, the 
second time a woman has been so 
honored in the 55-year history of 
the association. In 1952-53 Miss 
Blanche M. Scanlon, assistant gen- 
eral manager, coffee division, Nash 
Finch Company, attained that “first.” 

Mrs. Anderson headed the Min- 
neapolis. Wholesale Credit Women in 
1946 and is a past member of the 
National Credit Women’s Executive 
Committee. 


Atlanta Banker Carries On 
Tradition Set by His Dad 


Principles, like genes, perhaps are 
inherited. Jasper C. Osborne, vice 
president, Trust Company of Georgia, 
Atlanta, newly elected president of 
the Georgia Association of Credit 
Management, notes with justifiable 
pride credit traditions established by 
his father, Philip Osborne, early 
member New York association. 

Before going with Trust Company 
of Georgia 18 years ago, Mr. Osborne 
was with National Credit Office and 
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Executives in the News 


Crompton Richmond Company. He 
has been NACM legislative chairman, 


From E. E. Studies and 
Navy to Distributorship 


California- born R. W. Griffin, 
owner and manager, The Electric 
Corporation of Oakland, independent 
distributor of electrical supplies, 
president incumbent of the Whole. 
salers Credit Association of Oakland, 
also has served his country well. In 
World War I he was in the Army; 
in World War II he served three 
years with Navy construction bat- 
talions, retiring as lieutenant com- 
mander USNR. 

Mr. Griffin is a member National 
Electric Distributors Association and 
director Oakland Rotary Club #3. 
He holds a B.S. degree from the “U” 
of California, college of mechanics 
electrical engineering major. With 
his wife and 10-year old son he 
resides in Piedmont, a suburb. 


Credit Is a Family 
Affair in Tacoma 


Following World War II service 
as Naval air corps cadet, William E. 
Stivers went west to further his edu- 
cation, was graduated in 1950 from 
the College of Puget Sound, Tacoma, 
with a business administration de- 
gree, won fame as an outstanding 
basketball player and was recipient 
of the Jack Dempsey inspirational 
award. His career in credit begun in 
1953, Mr. Stivers is credit man- 
ager and purchasing agent, North 
west Chair Company, Tacoma, and 
recently was named president of 
Tacoma Association of Credit Men. 

Marriage to Elizabeth Anne Davies 
made Mr. Stivers son-in-law to M. J. 
Davies, secretary-manager of _ the 
Tacoma association. It will be inter- 
esting if Mark Stivers, age four, cal- 
ries on in credit. 
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Every Successful Financial 


Executive Believes in Progress 


Through Education and Research 


You can accomplish this by active participation 


THE CREDIT RESEARCH FOUNDATION 


The educational and research affiliate of N.A.C.M. 


The Research Program 
Surveys 
Accounts Receivable 
Economic Trends 


Credit Practices 


Recent Studies 
Credit Management Handbook 
Financing Industrial Equipment Leases 


Small Business Investment Act 


For further information 
Clip and mail this coupon today 


Managing Director 
Credit Research Foundation 
229 Park Ave. So., New York 3, N. Y. 


Please send me further information about 
The Credit Research Foundation 
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Company 


Street 


ce ae ee a MD MS aS DD Se SD SD Gc cD ce cee mm 


The Educational Program 
Graduate School of Credit and 


Financial Management 
Dartmouth and Stanford 


National Institute of Credit 
Correspondence Courses 


Nationwide Program of Credit 
Management Workshops 


Educational Programs at Local 
Association Level 


Your Investment 
in 
THE CREDIT RESEARCH 
FOUNDATION 
will insure 
A Sound Program of 
Credit Management 
For. You 





